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glaymaker MAKES PADLOCK HISTORY AGAIN! 


TTR) Mow UlayMAKer offers 


| Padlock Distlays 


For Use On 
COUNTER, WALL or PEG-BOARD 


In 1958, Slaymaker revolutionized padlock merchandising with the 
dramatic See-Pack. And now to help you make even more money, 
Slaymaker offers ... without charge ... a wire rack to further stimulate 
impulse buying! 


yourseut Wit 
» Slaymaker 








The sturdy, colorful rack holds 24 locks (4 each of 6 numbers), yet is 
only 141/,” x 81/4,” x 414". Can be used effectively on wall or peg-board. 
And because it is almost impossible to upset, the rack makes an excellent 
counter display unit. 





Lt 7 Slaymaker offers a choice of two popular padlock assortments: PB17 is 
PULL-OUT TAB e, | an all-brass assortment while PB57 contains brass, laminated and com- 
FOR HANGING bination padlocks. Ask your jobber or write for complete information. 


BRASS PADLOCKS FEATURED IN PBI7 BRASS, LAMINATED, COMBINATION 
LOCKS INCLUDED IN PB5?7 
See —_— — Dedllcneliineetinenstlimetienntinandiandintienetinntionsdieetimdt 
{ 
' . 


I 
OUTSELLS OTHER BOXES 


AS MUCH AS 5 TO 1 


Locks in wire rack display assortments are 
individually boxed in Slaymaker’s exclusive 
Sec-Pack . . . a colorfully printed boat 
encased in a removable clear plastic sleeve. 
It's the most eye-arresting, sales-compelling 
padlock package ever offered. Test after ; 


test prove See-Packed locks ovtsell others No. 55 No. 75 . No. 68 No. 78 No. 88 


as much as 5 to 1! 


glaymaker 





(These are the same Padlocks used with Display Boards =SMI7 and =SMS7) 





A Complete Line of 


MINIATURE SPORT CARS 


AmericoS : built by 
Great New of , 


Sport for 


au . FROM $39.95 TO $489.95 
Young & 9 1 § | 


Rocco Products has world wide distribution and advantage 
of years of experience in the small motor vehicle field. 
Write today for dealer kit which includes “How to 

Start a Club” — letter to police dept., dealer 

decals, newspaper mats and window 

Streamers and your closest 

distributor’s name, 


lll National Advert t ; 
the famous RN300 | eames \ There is PROFIT in 


“Teha ve amin er ~ j in Popular Science 


the Royal Norseman 
», Magazine 


Line of Cars 


Hard Line 
Dealers 














Fiber Glass Bodies 
for the Royal Norseman 


LHI RO) i/ NORSI \/ {\ Ait Starting il $39.95 iS Tamous 
as the original kit in the business. Has new advanced design in 
Stecring and axle construction. Over thirty-five thousand ot 
these cars were built last vear. Rugged all steel constructior 
New $19.95 motor mount kit now available. Complete units 
BS TOW OS... .. ccc 2 $9995 


THE ROYAL “250°, completely assembled Quarter Midget 
with fiberglass molded body, nerting bars, guards, choice of 


motors: Briggs, Clinton and Continental to Quarter Midget The All New 


“a 
specifications. May be used as concession car. Complete NN , 
ee osereden aero URS P ‘4. 
THE NORSE K-2, kart type car of all steel, welded frame _,.: 


114” steel tubing completely assembled and painted. Moto: kart type car 
mount and drive mechanisms, toot controls tor brake and ga 

pneumatic tires and ball bearing wheels. Without motor, 

retail price.. $139.95 


Your choice of motors available. Also available soon, complete 
trailer kit for carrying cars, 


There is a 


ROYAL NORSEMAN 


DISTRIBUTOR CLOSE TO YOU . = . WRITE TODAY FOR INFORMATION 


ROCCO PRODUCTS, INC.  winnearouis 8. MINNESOTA 

















MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT- JUNE 18, 1959 


% 


Old Baldy takes down his hair 


I was just about to pile my weary bones in- 
to the old sack one night during a routine 
trip around the circuit, when the phone rang. 

It was Baldy Dockerson (whose real 
name is something else again), one of the 
LAWN-BOY dealers I had called on that day. 

‘I’m not calling to cancel that LAWN-BOY 
order I gave you today!” he said. “But I 
just want to tell you something that’s been 
bothering me!”’ 

Wondering what I might be letting my- 
self in for, I led him on with, “It’s your 
nickel, Baldy. Tell me all about it!” 

‘“Well,”’ he said, “it’s just that I’ve come 
to realize what a big mistake it was to load 
up with that cheap bargain stuff I used to 
take on every now and then. Last year, 
you ll remember, I came back to LAWN-BOY, 
and believe me, I’m sticking with LAWN-BOY 
quality from now on!”’ 

‘“‘I’d surely be interested in learning why 
you ve come to that decision,” I ventured. 

‘“Simple!”’’ Baldy replied. “‘I just thought 
it out. I figured this way. Suppose a sales- 
man came in to my place and asked me to 
sign a note for a $3,000 personal loan. I’d 
think he was crazy, and I’d know I was if 
I signed it! 

“Yet I realized that I’m doing something 


LAWN-BOY 


Want more facts? Circle 101 p. 71 


almost that crazy when I sign up for $3,000 
worth of unknown, unproven merchandise 
just in the hope that I can turn it over at 
a profit. 

“With LAWN-BOY now, that’s different. 
It’s not only a quality line. But people 
know it’s quality merchandise. It has a 
proven reputation for dependable perform- 
ance. It’s nationally advertised. It’s backed 
by Outboard Marine, with a nationwide 
service organization, a sound merchandis- 
ing program, and plenty of planned selling 
promotions that work. 

““‘Why should I lay my money on a loser 
when I can step right into the owner class 
with a year-in and year-out winner like 
LAWN-BOY!”’ 

Well, that sure sent me to bed in a pleas- 
ant mood, and the next day I gave Baldy 
a ring to thank him for his thoughtful call. 

“Don’t thank me!”’ Baldy growled. “I 
just wanted to get it off my mind! 

*‘Nobody wants to go on making the same 
mistake over and over again. I’m just glad 
I learned my lesson without losing any more 
than I did. Now just get that order in so 
Ill be getting those LAWN-BOyYs right away 
quick!”’ 

Well, believe me, I did. And he will! 


~ San 


Sincerely, 


a: 


Sales Manager 


Lamar, Missouri, Division of Outboard Marine Corporation. 
Makers of Johanson, Evinrude and Gale Outboard Motors. 


In Canada: LAWN-BOY, Peterborough, Ontario. 
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The DIAMALLOY 
Groove-Joint Line 


e—_ HL14 


HL16 








HL116P 


The letter “‘P’’ in the stock number indicates plastic handles. 


‘DIAMOND TOOL 


NOW A...16 INCH 





GROOVE-JOINT PLIER 


The handiest tool imaginable for big 

fittings, conduit and pipe. Gets into places 
impossible to reach with a pipe wrench 

yet weighs only one-third as much. 

Jaws open to 414 inches. Forged from 

tough tool steel, beautifully nickel chrome 
plated. Oil-proof plastic dipped and 

bonded handles if desired. Overall 

length 16 inches. Weight per 

dozen 29 Ibs. 4 oz. 


Shown actual size, 
gripping 2-inch pipe 
union, 


EST. 1908 
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from the everyday need for Farm Chain 


e Every day there are pulling, binding and 
lifting jobs around a farm that call for the use 
of chain and chain alone. Turn your farm cus- 
tomers’ needs into your profits by stocking 
and displaying a full line of AMERICAN CHAIN 
items on your shelves and counters. 

AMERICAN CHAIN offers the widest selec- 
tion of chain and chain attachments to answer 
any farm job. Shown here are just a few items 
in this selection. All are made to the highest 


by selling ACCO farm chain items like these! 


standards of material and workmanship by the 
largest chain manufacturer in the United 
States. All conform to the famous ACCO stand- 
ard of matched quality—meaning any ACCO 
attachment is designed and manufactured to 
the same standard of quality as the chain it- 
self. As a result, when a customer buys chain, 
sell him an ACCO attachment that will give 
him a complete chain assembly of maximum 
strength and safety. 
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AMERICAN TRACE CHAINS 
Available in regular pattern—6'% , 7, 7% 
ft.; heavy pattern—7, 7'2, 8 ft. With ring 
and end links or with hook and end links. 
5 pairs to a bag. 
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ELWEL HANDY CHAIN } 
66 inches long with welded ring on one 
end, swivel snap on the other. Coppered 


or bright zinc plated. Elwel Handy chains 
are packed 10 to a carton. 








LOG CHAINS 


AY —<. a 

ne: Ta 
Grab hook on one end, slip hook or ring 
on the other. Order with or without 
swivel. Five sizes: 4" to%". Self-colored. 
Packed one ina baw. 





REPAIR AND 
LAP LINKS 


A fast way to join 

chain temporarily. Also useful 
for attaching end links, 
hooks, swivels, etc., to small 
chain. Bright or hot galvan- 


- -_ . types are 
ized finish. Packed in cartons. yi 


Cc GRAB HOOKS Xs 
SLIP HOOKS / 


log and other 
utility chains. 
9 sizes—'4” 


ural finish. 


COLD SHUTS 
For joining welded 
chain. Use one size 
heavier than chain 
size. 3/16” to 14". 
Natural finish. 


and 


For use on 


Cs) 


to 1” dia. Both 
drop-forged. Nat- 


PUMP CHAIN 
In size No. 6 only, hot galvan- 
ized finish only. Chain is gal- 
vanized after it is made for 
real rust resistance. i’acked 
100 lbs. to the bag. 
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TENSO WELL CHAIN 

Tenso Special Well Chain 
comes in bright zinc plated 
finish only and in one size— 
2/0. Packed in cartons of 
250 ft. 





ELWEL WELL CHAIN 

Available in bright, bright 
zinc plated and hot galvanized 
finish. In five sizes 3, 2, 1, 
1/0 and 2/0. Packed in kegs 
of 500 ft., cartons of 250 ft. 





a >, 
| .. 
\ Has adjustment ring, wire 
toggle and snap. Also two 
snaps or two toggles. Nos. 
6/0, 4/0, 3/0, 2/0, 1/0. Bright 
or bright zinc plated. 10 to 
carton. 


= 


; oil 
CS Ss a a = ee 





New hao TIE-OUT CHAINS 
es pot a a 
In mn sizes—1, 1/0, 2/0 
‘and 3/0. Two le sngths—20, 30 
feet. Swivel every 10 feet. 
Bright or bright zinc plated. 


One chain to carton. 
® : —_ 


— 
SS 
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ORDER FROM YOUR DISTRIBUTOR 


@ Contact your American Chain 
distributor for complete information 


PS She —___) 
American Chain Division 


nse 
AMERICAN CHAIN & CABLE Go 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 





Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
"indicates Warehouse Stocks *Portiand,Ore., *San Francisco 


“ling 
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about these items or writeour York, 
Pa., office for free Catalog DH-176B 
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ad 
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Editorial 


by W. A. Phair 


Will you work for it 


How hard will the independent retail merchant work for Fair 
Trade? The answer to this question may well determine whether or 
not we get a new Fair Trade law from Congress this year. 


In the May 7 issue of Hardware Age, we published a ballot that 
gave dealers and wholesalers a chance to express their opinions on 
Fair Trade. In the June 4 issue, on p. 73, we published a summary 
of the results of this voting. The ballots cast by the trade showed 
an overwhelming desire for a Fair Trade law. More than 90 percent 
were in favor of Fair Trade. 


At the time the June 4 report was written, 568 ballots had been 
mailed to us. Additional ballots arrived after that date and as this 
discussion is written, the number of votes cast total 653. 


We sent the results of this balloting to a number of senators and 
representatives who have been active in support of Fair Trade. We 
also sent copies to the men who are chairmen of the committees that 
have or will hold hearings on Fair Trade legislation. 


The ballots cast in this Fair Trade study represent 60 wholesalers 
and 593 dealers who took the time and trouble to fill-out the ballot 
and mail it to us. This is a large number of stores. But what happened 
to the others? Were they too busy to contribute their support? Or 
are they the type that is always complaining about what is wrong, 
but never does anything to help correct things? 


Just imagine how much more effective it would have been if we 
could have demonstrated to Washington that 10,000 dealers wanted 
Fair Trade and were carefully watching what was done in the Senate? 


We don’t want to kid ourselves about the chances of a Fair Trade 
Bill being passed. In our fight for Fair Trade, we are up against 
some rea] tough, experienced opposition. We also want to remember 
that the U. S. Justice Department is opposing Fair Trade. We won't 
be able to overcome this opposition if we fight with wet paper towels. 


On the other hand, there are some facts in our favor. There is an 
election year coming up and Congressmen are especially sensitive to 
local opinions. But they won’t know what local opinion is unless you 
take the trouble to tell them. Sen. Humphrey, a co-sponsor of the 
Senate Fair Trade Bill, expresses this thought very well in his letter 
to Hardware Age published on p. 107. 


If these Congressmen can be made to understand that an important 
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Editorial 


continued 





and influential group of voters—the country’s hardware dealers and 
wholesalers—want a Fair Trade law and are willing to fight for it, 
then we stand a fair chance of getting the legislation approved. 


But, if you are just going to sit back and complain and wait for 
others to do the fighting, there won’t be any Fair Trade, and today’s 
jungle pricing will continue. So, if you haven’t already sent us the 
ballot from the May 7 issue, why not drop us a post card, telling us 
whether you are for or against Fair Trade. 


We will do our part in keeping Washington posted on your opinio: 
After you’ve sent us your opinion, why not write a letter to your 
Congressman and tell them how you feel about Fair Trade? 


Is it worth this little effort to straighten out today’s retail pricing 
mess? If you think so, let’s do something about it. It’s up to you. 


An angry clerk... 


An angry hardware store salesclerk wrote me recently, saying that 
I was obviously not interested in the welfare of clerks. 


He went on to say that all clerks are underpaid (it seems to me 
that we all say this, all the time) and that they are never given the 
means for doing a good selling job. He complained that merchandise 
in all hardware stores is over-priced, and he doesn’t know what to say 
when a customer tells him, “I can get it cheaper in another store.”’ 


Our letter writer also claims that consumers have no money to buy 
extra items, so that related selling is a waste of time. He is also 
unhappy about women clerks. 


Well, in the first place, anyone who has read these pages with some 
consistency, will know that I put a very high value on salesmen. They 
are a vital part of our distribution system. I have nothing but the 
greatest respect for a good salesman. 


But all salesmen are not good salesmen. A good salesman must 
have imagination and the ability to do creative thinking. I don’t 
think our friend who wrote the letter has these qualities; his com- 
ments certainly don’t reflect this. 


No business is ever operated in an ideal manner, so that everyone 
is satisfied and happy. Life just isn’t organized in that fashion. A 
good salesman takes what he has and makes the most of it, knowing 
that all other salesmen have the same problems. 


I’d like to suggest to the clerk that wrote us, that the fault is often 
with ourselves, not the other fellow. And if all conditions were per- 
fect, you wouldn’t need salesmen. The fact that selling is hard work 
and takes training and study makes a salesman important. I recom- 
ment to our angry clerk that he take a long, hard look in the mirror. 
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VERYBODY=— 


is a customer for S-K/Lectrolite Wrenches 
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Including Home Handymen 


farmers, mechanics and even housewives 


Start now to sell more of your tool customers— 
more often! S-K/Lectrolite attracts the widest 
segment of hardware traffic possible—yet pro- 
tects your operating capital by eliminating the 
need for oversize inventory. 


All types of tool users respond immediately to 
the outstanding value and quality apparent in 
every detail of these precision made tools. 


With the S-K /Lectrolite line, you offer the right 
quality /price combination that assures 3 to 4- 
time turnover ...a matter of record wherever 
this fast-moving line is displayed. High-profit set 
sales alone deliver more than twice the business 
possible with the ordinary line of individual 
wrenches. 


You get everything you need for smart merchan- 
dising—including new SpaSaver* Displays— 
NRHA-approved to meet your space and selling 
requirements. No extra cost. 


Your profits are protected! Our distribution pol- 
icy makes S-K/Lectrolite Tools available only 
through established wholesalers and retailers. 


Ask your wholesaler’s salesman about this profit- 
proved program for your hand tool department. 
Or write, wire or phone S-K/Lectrolite Tools 
collect. In Chicago, call LAfayette 3-1300; in 
Defiance, Ohio, 3-2065. 


Why not write today for Brochure 
DB958 which describes the really prac- 
tical, profitable SpaSaver* Displays. 


*Trademark 


CHICAGO 32, ILLINOIS and DEFIANCE, OHIO 


DESIGNERS AND MANUFACTURERS OF QUALITY WRENCHES 


Want more facts? Circle 104 p. 71 
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WASHINGTON 


lh 


SUMMARY OF EVENTS THAT 


Rising tax receipts, White House 


pressure seen bridling inflation 

President Eisenhower may be making head- 
way in his fight to halt profit-robbing inflation. 

There are encouraging signs in two of the 
prime causes of inflation—industrial wage-price 
boosts and government deficit financing. 

In the current wage talks in steel and other 
industries, White House pressure appears likely 
to limit wage hikes to productivity increases 
and prevent price boosts. 

Rising tax collections from booming business 
may turn this year’s $12.4 billion deficit into 
«a near-balanced budget next year. 

But tremendous inflationary pressures will 
continue. Government spending in 1961 will rise 
by some $2 billion, hitting $80 billion. If elec- 
tion-year spending gets heavy, the total will go 
up even more. 


outlook 


The President in public and private talks (such 
as one June 4 to editors of HARDWARE AGE and 
other business publications) makes it plain he’ll 
contmue to fight imflation. He’s calling on all 
businessmen to help him keep the dollar from 
cheapening further. 


Model law to control fire-sale 
gyp artists may pass this year 


Congress may pass this year a measure which 
could be a model for all communities to control 
misuse of closing-out and fire sales. 

The House has passed the Bill (H.R. 2318), 
sponsored by Rep. John L. McMillan (D., S. C.). 
It is now before the Senate District Committee. 
It would apply only to Washington, D. C. 

The measure would require an operator of a 


going-out-of-business or fire sale to obtain a 
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WILL AFFECT YOUR BUSINESS 


license 14 days before the sale. A complete in- 
ventory of goods to be sold would be included. 
Operator’s in business less than a year would 
pay a $100 fee and post a $1,000 bond. Order- 
ing goods specially for such a sale, or adding un- 
damaged stock to a fire sale, would be outlawed. 


outlook 


ire-sale operators may soon be on the run. 
Watch for final action on this bill in Congress. 
Write your senator for a copy. If you support 
the bill, urge lawmakers to vote for it. 


Congress urged to liberalize SBA 
Investment Act to lure merchants 


Congress is being urged to change the Small 
Business Investment Act to encourage formation 
of more firms to help finance merchants. 

So far, only a little more than a dozen small 
business investment companies have been li- 
censed by the Small Business Administration. 
These firms, sometimes using some government 
money, make long-term loans to, and buy stock 
of, small firms. 

SBA is urging that some restrictions in the 
law as passed by Congress last year be removed. 

Spokesman for the investment companies sug- 
gest changes in the program, including some tax 
relief for the operators, to spur creation of more 
such financing institutions. Present provisions of 
the law are preventing some investors from 
forming these firms. 


outlook 


So far, only the Senate Small Business Commit- 
tee has studied the problem. It cannot approve 
legislation. Strong support from hometown busi- 
nessmen for the suggested changes is needed to 
spur formation of more of investment firms. 





PATTERNMAKER 
PRECISION 


MODEL UP-16 —™ 


7’ saw detaches 
for portable use! 


Easily, quickly 
reattaches with no 
loss of accuracy! 


FIRST RADIAL SAW EVER OFFERED 


AT ANYWHERE 


® Powerful 1 hp automatic safety clutch saw cuts 3” 


stock at 90° and 2” at 45°! 

Heavy-duty *4"° Acme elevating screw! 
Heavy U-beam 5-point support base! 

Full 180° swing in front and behind fence! 


Precision calibrated scale adjustments with positive 
indent stops right and left! 


8-second blade coast-down and fingertip power control! 
Anti-kickback in front of blade! 
Widely spaced ball bearing carriage! 


® Rips to center of 51'2” panel! 


Dual portability: total weight only 68'2 Ibs., saw easily 
removed for portable use! 


Makes all cuts: cross cuts, rips, miter cuts, bevel cuts, 


dados, cove cuts, bevel ploughs, etc! 


PORTABLE ELECTRIC TOOLS, INC. 


320 WEST 83RD STREET, 
CHICAGO 20, ILLINOIS 


Until today, it has been necessary for 
your customers to spend at least $100 
more for a saw of this type . . . and then 
they had to buy a separate saw for port- 
able hand use. That’s why radial saws 
have never been fast sellers! But now, the 
Shopmate Radial Saw provides all the 
accuracy and twice the versatility at a 
price that everyone can afford. National 
advertising in leading consumer publica- 
tions will tell your customers all about it. 
Be sure to have it in stock when they ask 
about it! 


NEAR THIS LOW PRICE! 
Il the features of saws selling for twice as much plus dual portability! 


SUGGESTED RETAIL 


149" 


COMPLETE WITH 
base and laminated 
hardwood table. 


Heavy duty utility 
stand also available. 


SHOPMATE 


PORTABLE ELECTRIC TOOLS, INC. 
320 W. 83rd St., Chicago 20, Ill. 


Name 


maul to: George Weatherby, Sales Manager 


Please send complete information on the new 
UP-16 Shopmate Radial Saw, including prices. 


HA-69 





Firm Name 





Address 





City Zone 








My Preferred Distributor__ 
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HARDWARE BUSINESS 


outlook 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE 


the next move is labors’... . 


slowdown 


“Even though it appears to be a slim one, there is still a chance 
of a steel labor settlement without a strike,’”’ reports The Iron Age. 
There is reason to believe the steel union will be far more realistic 
in its final position than it has been to date. As of now, the union 
is pressing for a “substantial” wage increase and a costly better- 
ment of so-called fringe benefits. If a steel strike is to be averted, 
Iron Age said, David J. McDonald, steel labor chief, will have to 
demonstrate his “flexibility” by a genuine non-inflationary offer to 
the steel companies. This time it is McDonald’s move—a direct 
contrast to other years when the industry was over the barrel. 
Strike odds now: about 6 to 4 in favor of a short shutdown—a 
sort of “token” strike to prove that the steel workers are behind 
their leadership. A strike of this size would have little affect on 
business. 


of housing boom? 


Reports of high construction activity continue despite industry 
rumblings of a possible building slowdown. Industry problems, 
according to the National Assn. of Home Builders: Tighter mort- 
gage money is making new construction harder to finance, def- 
initely more expensive; housing bill is getting a mixed reception 
in Congress. Contractors say the fate of the housing boom is based 
on the passage of the housing bill now pending, which would 
give the Federal Housing Authority $10 billion in new insuring 
authority, increase the GI rate of interest from 4°54 to 5% per- 
cent. 


dealers see profit rise ... 


More than three quarters of the retailers included in a nationwide 
survey by the American Newspaper Publishers Assn. expect their 
summer business to top last year. Average sales increase expected 
is five percent. Ninety-one percent of the dealers surveyed plan to 
use outdoor living as a theme in their summer ads. Twenty-five 
percent are planning to increase their ad budgets an average of 
five percent this summer. 


consumers use more credit... 


Your customers’ credit purchases are on the upswing. Consumers 
buying on time payments added $423 million to their outstanding 
instalment debt during April, the Federal Reserve Board reports. 
This was the largest increase in instalment debt since September, 
1955. 


... turn to page 98 for more news of How’s the Hardware Business 
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AFTER ONE YEAR—Knoity Pine treated with Satinlac Lightener, 
finished with Satinlac. 











Here’s a new Weldwood wood finishing 
material that’s tailor-made to make your 
sales jump- because it meets a real need 


2 
SATINLA ‘ among your do-it-yourself and profes- 
LIG HTENER Fi sional wood finishing customers. What’s 
4 more, you get a full 40°, discount when 
te P + = you order 12 gallons or more of Satinlac 
Lightener and or Satinlac, Firzite, Wood 

Preservative, Exterior Stains. 
Weldwood Satinlac® Lightener, used 
as a first coat on new wood (particularly 
pine and cedar which tend to discolor 





AFTER ONE YEAR—Knotty Pine treated with ordinary finish, 


New Weldwood Satinlac Lightener 
prevents wood from darkening 


quickly) prevents the darkening or 
“wetting” look that normally occurs when 
virgin wood is finished. For the first time, 
fresh, natural finishes are possible that 
are as light in color as the native wood. 

Not a bleach, Satinlac Lightener con- 
tains a unique anti-wetting agent that 
brings out all the natural beauty of any 
freshly-cut and sanded wood. Absolutely 
non-yellowing, it actually makes “‘invis- 
ible’’ protection possible. Follow with 
subsequent coats of Weldwood Satinlac. 


Here’s your profit-packed line up of big demand, high quality 
Weldwood Wood Finishes. Look ‘em over—and contact your jobber today. 


New Paste Wax— 


New Liquid Wax— 
yh carnauba, semi- yuick, easy, self-clean- ative—"“pent 


preserving sealer, 


Ww VU j 


en th nacte 


_ > 4 . 
& 
Bites 


Presto-Set Glue— Contact Cement— 
h if v t ; r- 


v f 


Waterproof Resor- 


Plastic Resin Glue— 
mak cinol Glue—for strong 


} | in?fs 


no-n 
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New Wood Preserv- Satinlac®- 
"yw 2 ha proved form 


Firzite © White & Clear Putty Stiks"—!6 «x 


—penetrating resin for ftillir } jetects 


sealer and under iter. offer finishing, 


WELDWOOD* WOOD FINISHES 


t= WAXES - ADHESIVES 


Products of 


UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 36, N. Y. 
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MERCHANDISING 


newsletter 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 


Join the crowd aboard the credit bandwagon. Most of the business 
upsurge marking the recession's end has been in on-the-cuff sales. 
Many business houses taking their first fling at credit. Liking 
it. J. C. Penney's 1958 credit experiment in 24 stores was 
recently widened to 168 stores. And nearly every bank and depart- 
ment store has some form of revolving-balance credit plan. In the 
1958 recession, Sears did 47.3 percent of close to $4 billion in 
sales on credit. Figure rose to 48.5 percent in early 1959. Mark 
this, if you don't offer some form of credit, you're losing sales. 


























Plastic sales zooming. Now at 75 million pounds a year for housewares. 
Steady research leading to wider sales potential. You'll see more house- 
wares,hardware being introduced in improved plastics. Present plastics 
will be more versatile, saleable. Garbage cans a good example. Some 2 
million plastic cans now made each year. Just the beginning. New polye- 
thylene copolymer for injection molding has strength, long life in sSub- 
freezing cold. Also improved: Length of flex-life, rigidity without 
brittleness, stress-cracking. Better make shelf room for more plastics. 



































Farmers may fool the experts. Government forecasts of a modest dip 
in this year's farm income as compared to the big 1958 year may be 
unduly pessimistic,even completely wrong. Early signs of strength 
in farm income interpreted in HARDWARE AGE (May 2l, p. 14) have 
been buttressed by reports that fertilizer usage, a strong yard- 
Stick, iS running up to 10 percent ahead of 1958. This points to 
heavier plantings, bigger crops if weather is par through summer. 
Farm-area dealers may have a record second-half, after all. 




















Boom year for air conditioners, room coolers in the making. Sales running 
18-50 percent ahead of 1958. Two reasons: Record economy is tempting 
consumers to buy more on time; it's hotter this year than last in most 
areas. Many customers sweltered but didn't buy in 1958, so the market's 
bigger, and it's good through August. A lot of key models, particularly 
room-size, out of stock. More shortages probable. If you're buying now, 
buy confidently. If you have never sold these appliances, it's a good time 
to start. 
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TARPAULINS @ 


EPe TLOW ... y 


sa 


TREATED WITH RESIN & VINYL plus ALUMINUM 


Here is a completely new kind of tarpaulin . . . a tar- 

paulin that means extra sales for you! Here’s why: 

The new Eagle Tarp treatment actually is two sepa- 

rate treatments. First, the canvas is treated with a 

RESIN bath implanting millions of particles through- 

out the fibers. Then the canvas is baked in a gigantic 

100 foot oven. This baking process actually seals the 

Resin into the canvas. Now the canvas gets the 

second treatment containing VINYL and ALUMINUM 

and is re-run through the oven a second time. The 

second baking process fuses the tough Resin finish 

and the Vinyls throughout and within the canvas to 

3 create a treatment never before available. This 
lj » C 0 * p | T { 0 % A [ [ | exclusive Double Treatment means that Eagle Farm 
Tarps and Truck Tarps are metallic tarps .. . and are 


more water and rot resistant plus far superior in 


’ ruggedness and strength! 
Only Eagle Tarps have all these Selling Features 


e DOUBLE TREATED FOR GREATER 
WATER AND ROT RESISTANCY 


a 2 a e@ ALUMINUM TREATMENT REFLECTS 
fe ext 7 90% OF SUN AND HEAT RAYS 


\ @ROPE BOUND IN HEM... TAKES 
’ es aa STRAIN OFF CANVAS ... GROMMETS 
WON'T PULL OUT 


e INDIVIDUALLY PACKAGED AND 


ALSO AVAILABLE IN ASSORTMENT 
WITH FREE DISPLAY RACK 


@ UNCONDITIONALLY GUARANTEED 
FOR ONE FULL YEAR 


| a : e TRIPLE SEWED SEAMS AND 
re lsetoh eal — a | DOUBLE SEWED HEMS 


4 OUT OF 5S HARDWARE 
WHOLESAI ERS CARRY EAGLE TARPAULINS 


. WENZEL TENT & DUCK COMPANY e ST. LOUIS 17, MO. 
Want more facts? Circle 107 p. 71 
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to the largest mid-year exhibit in 
the industry’s history... 


More of everything—Products, People, Plans— 


to help you boost your 
housewares business 
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Naranric Ciiy CONVENTION HALL 
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Industry-sponsored for the Nation’s Housewares Manufacturers and Buyers by the 


NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 
(Incorporated not-for-profit) ; 


1130 Merchandise Mart, Chicago 54, Ill. 
Want more facts? Circle 108 p. 71 
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“Quality in our aluminum line starts with Alcoa Pigments” 


William Carpel, President, Aluminum Coating Manufacturers, Inc. 


PIGMENTED with 
A ALUMINUM For exciting drama watch 
: Alcoa Theatre,” alternate 
— oe Mondays, NBC-TV, and 
. Alcoa Presents,” every 
Tuesday, ABC-TV 


Up with the leaders in twelve years. 
That’s the record of Aluminuin Coating 
Manufacturers, Inc., Cleveland, Ohio. 
The Alum-Coating line, introduced in 
1947, was a success from the start. The 
new plant, completed in 1957, more than 
tripled capacity. Sales last year jumped 
50 per cent over the previous year. What’s 
behind this startling growth? 

Bill Carpel, president, writes, “‘Our 
aluminum coating business was built on 
high product quality—and this quality 
starts with ALCOA Pigments. We tie in 
with ALCOA’s national promotion and 
carry the ALCOA label on our containers. 
It’s a sure-fire program that can’t miss.” 

Makes sense, of course. And the Alum- 
Coating record is no exception. Scores of 


manufacturers today who display the 
ALCOA label report record aluminum 
paint sales. Dealers who carry these lines 
are cashing in. Are you one of them? 

Alcoa does not make paint, but 
ALCOA® Pigments are used in more alu- 
minum paints than any other brand. 
Special formulas have been developed by 
your paint manufacturer to solve indi- 
vidual problems. Paints made to these 
formulas actually cost less, last longer, 
give utmost protection against heat, cold, 
sun, rain, smoke and fumes. 

Write today for our booklets, Painting 
With Aluminum and Aluminum Roof 
Coatings Make Time Stand Still. They 
contain important information to help 
you sell. Use the coupon. 

Want more facts? Circle 109 p. 71 


Look for this label... 
it's your guide fo the 
best in aluminum value 


Aluminum Company of America 
1744-F Alcoa Building, Pittsburgh 19, Pa. 


Please sénd your free booklets: 


Aluminum Roof Coatings Make Time Stand Still 
Painting With Aluminum 


Name 








Company__ 





Address 


Cc ity 
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Make your hardware store 


“HOME FIX-UP" 
HEADQUARTERS 





HARDWARE CLOTH 


GATES AND LAWN FENCE () 
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with the complete line of (ss) Cyclone Hardware Products 


UMMER IS the “fix-up” time when cus- 

tomers will be shopping your store for 
products to make the outside of their homes 
more attractive and useful. And many of the 
items they want will be found in the com- 
plete line of Cyclone Hardware Products. 

USS Cyclone Hardware Products are 
high-profit, fast-moving items. Because they 
are a well-known, integrated line, with great 
customer appeal, the sale of one product 
often leads to another purchase. For ex- 
ample—the customer who comes into your 
store for Cyclone Lawn Fence often buys 
Cyclone Gates or matching Flower Bed 
Border as well. Or here’s another case. The 


USS AMERICAN MERCHANT PRODUCTS INCLUD 


man who comes in for a Cyclone Burner 
Basket may well buy Cyclone Hardware 
Cloth to reinforce his basement window 
screens or screen door panels. And very 
often this extra sale is made with little or 
no effort on your part, especially when you 
stock all these Cyclone Hardware Products 

. and put them together in one eye- 
catching, related display. 

Get ready for big business this summer. 
Build up your stock of USS Cyclone Hard- 
ware Products. Get more information and 
display ideas from American Steel & Wire, 
614 Superior Avenue, N.W., Cleveland 13, 
Ohio 


USS, American and Cyclone are ;egistered trademarks 


American Steel & Wire 
Division of 
United States Stee! 


United States Steel Export Company, N; ¥ 


Cyclone ‘Red Tag” Lawn Fence and Flower Bed Border - Hardware Cloth - Catch-all Baskets 


Lawn Gates - American Fence, Gates and Posts - American Baler Wire - American Nails - American Hex-Cel Poultry Netting - American Barbed Wire 
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With the Yale ‘"33"' Series, you can offer a door closer 
that can do the work of 3 different sizes. Thanks to 
the special TENSION ADJUSTMENT SCREW, closer readily 
adapts to power requirements of sizes *2, 73 and *4. 
You can sell this versatile Yale Door Closer for most 
applications—standard, corner bracket, top jamb and 
parallel arm installation. 


ORDER through your jobber or contact The Yale & Towne Manufacturing Company, Lock & Hardware Division, White Plains, N. Y 


YALE & TOWNE fe 


PAT oFF 


Want more facts? Circle 111 p. 71 A Waat more facts? Circle 112 p. 71 > 
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“J&L ware sells itself when customers can see and feel 
the difference.’’ E. R. Bates, rear, points out the as- 


sured strength and brightness of the line to an Atlanta 
homemaker and her family. This modern, attractive 
display was prepared in co-operation with the N.R.H.A. 








PEOPLE ARE BUYING 
‘ ALVANIZED 


STEEL WARE 








a 


“We increased galvanized ware sales 35°/, 
through display of top quality J&L ware” 


... reports Bates Hardware Co., Atlanta, Ga. 


“The J&L ware line is so complete that 
several items can be featured in seasonal 
promotions throughout the year. And our 
galvanized ware department runs at a profit 
all year round,” says owner E. R. Bates. 

“‘We keep a complete display of J&L 
ware within the customers’ reach. They can 
see for themselves that steel ware is best 
for the service intended,” adds co-owner 
Leon Nalley. 

The strength, brightness and permanence 
of Jalware and Cream City ware, both pro- 
duced by Jones & Laughlin, are the reasons 
for this typical dealer enthusiasm. 

J&L, an integrated steel company, has 
a stringent control program that assures 
consistently top quality ware. No other 
brand has so many sales advantages. 

Next time you order, specify J&L ware 
for faster turnover, increased profits. 


Another example of how more and more people are 
walking out of more and more stores every day with 
top quality J&L galvanized ware. 


Jones & Laughlin Steel Corporation 


Container Division—Consumer Products 


WARE 


Toledo, Ohio; Atlanta, Georgia; Lebanon, Indiana 
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The smooth quality of PENNVERNON Window 
Glass is no accident. PENNVERNON is made by 
a unique vertical drawing process that produces 
the same even, unmarred finish on both sides 
of the sheet. Its surfaces resist dust and dirt 
so effectively that cleaning often may be done 
with greater ease. 

Women appreciate PENNVERNON’S brilliance, 
clarity and fine visional qualities. Why not 
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profit from this by selling PENNVERNON to all 
your customers who need window glass re- 
placements. Your Pittsburgh branch or dis- 
tributor will fill your PENNVERNON order now. 
Pittsburgh Plate Glass Company, 632 Fort 
Duquesne Blvd., Pittsburgh 22, Pa. 











pennueRnon”. ..not just window glass 


\p PAINTS * GLASS + CHEMICALS * BRUSHES + PLASTICS « FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Americas BEST JET BUY... and the most PROFITABLE to install { 
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Pumps FULL CAPACITY at 40 Ibs. pressure 


For maximum profit in jet pumps, install the big, 
powerful Rapidayton Twin Champion—a two-stage, 
convertible, fully packaged system. It’s quality-built 
and completely deluxe. It’s nationally-known and 

in demand. It is a pump whose superiority and 
versatility have been demonstrated from coast to 
coast. * Gives exceptional performance in shallow 
wells where outstanding capacity and pressure are 
needed, and reaches down to 150 feet when depth 
is important. Converts without additional pump parts. 
Capacities to 1250 gallons and pressures to 80 
lbs.; Y2 through 142 horsepower. « Original 
patented Quick-Connect flange simplifies installation 
and saves up to $10 in time and materials. 
Efficient Quad-Volute self-priming design. Open, 
separate motor mounting bracket with exclusive 
sand elimination chamber and exclusive brass seal 
retainer. Bronze one-piece impeller, clearance 
ring, venturi, nozzle. Parts interchangeable with 
other Champion models—and only a mere handful 
to stock. * The Twin retails in the same price 
range with many single stage deluxe pumps. 

It’s in demand. It’s profitable. Get it. Sell it. 


The JETSTAR* 
for highly competitive 
Shallow Well Markets 


Build volume and profit, insure customer 
satisfaction, keep service calls to a 
minimum — all with the Rapidayton Jet- 
star. No sacrifice in quality or reduction 
in features, despite low price, Standard 
NEMA 56-frame motor; open, separate 
motor mounting bracket; bronze impel- 
ler, nozzle, venturi; Quad-Volute diffuser 
integrated with cast iron apo gy body 
Y% hp. pump only, $80.75 retail; 
h.p. ees with 13-gal. tank, $106. | 
retai 


TRADEMARK Farm AND HOME APPLICATIONS © ise TAIT MFG. CO. 


Packaged with 13 or 
30 gal. horizontal or 
42 or 52 gal. FHA¥ 
vertical tanks. 


The Tait Manufacturing Company, Dayton 1, Ohio 


Established 1908 as The Dayton Pump and Manufacturing Co 








Back by Demand! 


BOONTONWARE’S 
BIGGEST MONEY-MAKING 
PROMOTION! 


Bigger and Better Than Ever 


55-Pc. Service “O88 S 
for 8 only $60.47 


Back for a Third Sell-Out The same promotion that 
sold Boontonware Belle sets by the tens of thousands 
in 57 and ’58! But bigger! Better! Now a 55-pe. 
service-for-eight selling for the same price as last 
year’s 47-pc. set! Your customers actually save half! 
It’s sure-to-sell-out, June through September. 
Free Sales Tools Ad allowance! Mats! Streamers! 
Cards! Racks! Boontonware goes all-out to supply 
you with everything it takes to make this the great- 
est promotion ever! 

YOU CAN ONLY ORDER ONCE! MAKE IT COUNT! Twice 
before orders have been returned unfilled, the demand 
was that great. Don’t be left out this year. Call your 
Boontonware supplier now! 


BOONTON MOLDING CO., Boonton, N. J. 


WRITTEN GUARANTEE 
AGAINST BREAKAGE 
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Swing-a-way has everything you want! 

The quality you want: SWING-A-WAY is rated first in quality and value by America’s 
foremost testing laboratory. The style you want: SWING-A-WAY is as fresh as te- 
morrow... today. Dramatic, clean-line styling assures sales success. The price you want: 
SWING-A-WAY is priced right for fast turnover. It’s the worth-more product that costs 
less. The protection you want: SWING-A-WAY is backed by a 5-year guarantee that 
protects both your customers and you. Why not put these selling advantages to work ? 


YOU CAN SELL MORE, MAKE MORE WITH SWING =f\: WAY 





MAGNETIC CAN OPENER from $3.49 





TABLE ICE CRUSHER from $9.95 





PORTABLE CAN OPENER from $1.98 





WALL 
ICE CRUSHER 
trom 


ICE BUCKET $7.95 $7.95 




















BOOST SUMMER SALES 
WITH THESE PORTABLES! 








AUTOMATIC ELECTRIC CAN OPENER AND KNIFE SHARPENER $27.95 


SWING-A-WAY MANUFACTURING CO., 4100 BECK AVE., ST. LOUIS 16, MO. « IN CANADA: FOX AGENCIES, PORT CREDIT, ONT. 
Want more facts? Circle 116 p. 71 
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School Lunch Kits by TH ERMDs. 


THE BIGGEST KITS WITH 
THE BIGGEST BOTTLES 


Extra capacity with bright, new designs and styles 
for 1959 in both metal and vinyl. 


LUNCH ’N MUNCH 








ROY ROGERS-—DALE EVANS SATELLITE BOATING 


Want more facts? Circle 117 p. 71 
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Bring You Biggest Back-lo-School Sales 


THE BIGGEST 
MERCHANDISING PROGRAM 


The First and Only Self-Selling 
School Kit Display—FREE 


Shipping case converts to display 
containing a balanced assortment of 
all 1959 kits. Easy to set up. Uses 
only 244 sq. ft. of floor space. 





FREE Point-of-Sale Materials 


Streamers and counter cards 
dramatize your Back-to- 
School department... create 
impulse sales. 





THE BIGGEST 
ADVERTISING SUPPORT 


Large space color ads appearing in: 
Saturday Evening Post — August 29 
McCall’s— September 
Parents’ — September 


_ THE AMERICAN THERMOS PRODUCTS COMPANY, NORWICH, CONNECTICUT 


Canadian Thermos Products, Ltd., Toronto +* Thermos, Ltd., London 


The Spotlight of Leadership is on Products by THERMOS: 
Want more facts? Circle 117 p. 71 
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Over 200 styles 


for V4'' and Ye" perforated panels 


Every day more homeowners discover the 
ease, convenience and utility of economical 
K-V Handy Hooks. Ideal for every kitchen, 
workshop, closet, garage, basement, bath- 
room and partition. Single or double hooks, 
tool holders, shelf brackets, easels, hat 
brackets and shoe holders. Sturdy? They’ll 
hold up a lawnmower. Good-looking? 
Brightly plated, shiny smooth, some even 
rubber-coated. Low cost, too! 


Ask your K-V representative 
or distributor about Bubble 
Pack display stand and bulk 
Handy Hook merchandisers 





KNAPE & VOGT MFG. CO. 
Grand Rapids, Michigan 


Manufacturers of drawer slides, adjustable shelf hardware, 
sliding and folding door hardware, closet and kitchen fixtures. 


Ask for a complete catalog. 








HOME WORKSHOPS. A place for every tool, always within 
arm’s reach. Handy Hooks are quickly assembled, easily 
installed, simple to change. Workshop kit (K129) available. 








GARAGES. The perfect way to keep garages tidy. Keep sharp 
implements away from children, organize awkward garden 
and lawn equipment. Garden tool kit (K131) available. 











MODERN HOUSEKEEPING. The low-cost, convenient way to 
keep house. Kitchen utensils, including covers, kept neat, 
ready to use; cleaning equipment conveniently assembled, 
tucked out of sight. Housekeeping kit (K126) available. 


Want more facts? Circle 118 p. 71 
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"It rolls better on SWAN WHEELS 


/ 


Propulsion’s Deluxe Like Propulsion Engine Corporation, leading manufacturers 
22” Mow-Master 7 ee 
power mower of wheeled products . .. rely on tested and guaranteed 
with exclusive 


Step-Starter feature wheels by Swan. Swanite wheels with semi-pneumatic tires and 


bushings of high-impact linear polyethylene are non-rusting 
and self lubricating .. . color fast, chip proof . . . unaffected 
by extreme weather conditions. Products on the 
mnove—move on Swan wheels. Swan Tire Division, 

Swan Rubber Company, Bucyrus, Ohio. 


You can trust the products... made by Swan 


Want more facts? Circle 119 p. 71 
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Still time to 
WIN! 

WIN! 
WIN! 


FIRST PRIZE 


BUICK LESABRE 


(or a comparably priced U. S.-made car of your choice) 
The stunning LeSabre 4-door is the most popu- 
lar Buick. Equipped with heater and defroster, 
radio, white sidewall tires. Ultra-power Wildcat 
engine. Twin-Turbine automatic transmission. 
Delivered ready to drive. 





7 SECOND PRIZES OF AN 


RCA COLOR TV S&T 


RCA’s sleek new Southbridge lowboy brings the ultimate in ‘‘Natural 
Living Color.’’ Color-Quick tuning, all controls lighted. Three-speaker 
Panoramic FM Sound setup doubles as a stereo speaker unit. 


. rns w ene ns Bs ren 


a7 THIRD PRIZES OF A 447 FOURTH PRIZES 


PHILCO PORTABLE TV oFA SPORT JACKET 


The new 17-inch-screen e. New featherweight, 
Philco New- Matic i i \ weatherproof nylon jack- 
et is ideal for all sports. 
Bright new colors and 
smart cut make it the 
most versatile jacket 
you’ve ever owned, Zip- 
per front. Elastic back. 
Fully washable. 


Slender Seventeener is 
as light and trim as a 
brief case. New-Matic 
Remote Control changes 
channels with only a 
squeeze. A rotating 39- 
inch antenna telescopes 
out of handle. 


Want more facts? Circle 120 p. 71 
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YOU WIN WHEN YOUR CUSTOMERS WIN IN THE 
DU PONT $100,000 “LUCKY 7” CONSUMER CONTEST 


Here’s all you do: 


1. Ask your wholesaler salesman or send the coupon below to order your 
Contest Promotion Kit, including Official Entry Blanks and complete 
contest details. 





2. When you receive your kit, be sure to put your 
name, firm name and address in the coupon 
portion of the Official Entry Blank. This iden- 
tifies you with your winning customers so you 


can win, too. Ol PONT 


3. Hand out Official Entry Blanks to all your cus- AUTO 
tomers. The more you hand out, the greater PO L] S LY 


your chances of winning. AND CLEANER 


You profit from extra sales, too! Winning 
customers also receive big bonus prizes when they 
have purchased a Du Pont No. “7’’ Product. This 
means sales are building to a peak as more and more 
people enter the contest. Make sure you have a full 
supply of all No. ‘“‘7”’ Products ready. Order from 
your wholesaler salesman today. 

The Du Pont “Lucky 7” Dealer Sweepstakes is subject to 
federal, state and local regulations. Dealer Sweepstakes 
closes midnight, August 15, 1959. 


R. H. Donneliey Corp. 
230 E. Sandford Bivd. 
Mount Vernon, N. Y. 


BETTER THINGS FOR BETTER LIVING 
..+« THROUGH CHEMISTRY 


Rush FREE Du Pont ‘‘Lucky 7” Contest Promotion Kit consisting of: 
Official Entry Blanks, Display Material, Complete Dealer Sweepstakes Details. 


MAIL TO: 
DEALER NAME 


MAIL THIS COUPON 
TODAY to: 





ADDRESS 





CITY ZONE_ STATE 


(This will be used as your shipping label. Please print carefully.) 








FOR YOUR FREE 


DU PONT “LUCKY 7” CONTEST 


PROMOTION KIT 


Contents: Merchandise—4th Class Matter 
HA-618 This parcel may be opened for postal inspection if necessary. 


Want more facts? Circle 120 p. 71 
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Want more facts? Circle 121 p. 71 
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You'll sell more with 


> TEELMARK 


The STEELMARK is a bright new selling symbol 
created by United States Steel to identify products 
made of steel. It is the focal point of a major 
national promotion that is creating an ever-increas- 
ing awareness of and preference for products 
made of steel. Consumers are learning that steel 
products help /ighten their work... brighten their 
leisure... widen their world. They'll be looking for 
the STEELMARK when they shop in your store... 
make sure it’s in sight! 


Lightens 
your work 


Brightens 
your leisure 


Widens 
your world 











FREE 
SELLING KIT! 


Your free STEELMARK Tie-In Display 
Kit—including easy-to-assemble mo- 
bile adaptable to any type outlet, tags 
and labels, “How to Sell’ booklet 


and Sales Plan Folder—is ready for 


963 million consumer impressions a year 
—an average of 80 million every month— 


are building STEELMARK’S sales impact for you! 


In Life, with 32,000,000 readers. 
In The Saturday Evening Post, with 21,000,000 readers. 


On the U.S. Stee/ Hour, with 22,000,000 viewers. 
CBS-TV, 10 p.m. EST every other Wednesday. 


Send for your FREE tie-in kit today! 


STEELMARK PROGRAM 
United States Steel 
Pittsburgh 30, Pa. 


Please send me my FREE STEELMARK Display Kit. | would like to put these 


U.S. Steel selling aids to work for me. 


you now. No matter what your type 
of retail outlet... what types of steel 
products or what brands you sell... 
these selling tools are bound to boost 
profits for you. Contact your local 
newspapers, too, for ready-to-use ad 
mats that let you incorporate the 
STEELMARK in your own local adver- 
tising. 


United States Steel 


TRADEMARK 


Want more facts? Circle 121 p. 71 
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Boost paint brush sales...choose from Rubberset’s 
profit trio of peoge 


FREE DISPLAY DEALS! guna 


) 


Hi | ij 
ae | 


4 


| 
“9 


space... with the new Square Deal Display Assortment a 


This gleaming brass unit holds 4 dozen brushes... yet it’s only 10” wide, 9” deep and 
1914” high (including display sign). Brushes shown are fast moving and popularly priced. 
Assortment consists of 1 doz. each 1”, 14%%” and 2” No. 122 Pure Bristle Varnish Brushes 
and 6 each 3” and 4” No. 202 Pure Bristle Wall Brushes. 





¢ 
; 
ea 


Make $25.32 profit on only 10 inches of counter i \) 





Square Deal display rack 
“PAINT BETTER (A $5.00 value).......... FREE 
f today! Retail value of assortment $63.30 
USE Dealer Cost. . 37.98 
pe hers PROFIP $25.32 
BRUSHES 
SETTER 


RESULTS 


Modern swept-wing Golden V gives you 
$69.01 profit 


Show more... sell more—from this glittering brass-finished Rub- 
berset Golden V display. Size 2044” by 1344” by 11”. Assort- 
ment No. 17 contains | doz. each Golden V display rack 

a to 3” No. 132 Pure Bristle A $12.00 value FREE 
Varnish Brushes and 6 each of Retail value of AREREES ... $172.53 
3” to 4” No. 216 Pure Bristle Dealer Cost. ... 103.52 
Wall Brushes. PROFIT Te 





You make $34.88 profit from Rubberset Tynex® 
Nylon brushes in ChromeKING display assortment 


*Tynex is a DuPont trademark 


Smart-looking chrome finish provides quality setting for quality 
brushes. Attractive modern design of this sturdy metal rack is certain 
to sell for you. Size 16%" by ChromeKING display rack 

1144” by 1144”. ChromeKING (A $7.50 value) FREE 
assortment totals 5 doz. No. 1135 Retail value of assortment. . . .. $87.20 
Tynex Nylon Varnish Brushes. | Dealer Cost 52.32 
doz. each from 1” to 3”. .'— Je 





ASK YOUR RUBBERSET SUPPLIER ABOUT THE RUBBERSET 
PROFIT TRIO OF FREE DISPLAY DEALS! 


Your best bet is 


Ss. 
ThA 
m-- © ubberset 
Full line quality our NS 


aint brushes Fast-acting all-purpose roller line 
P ne he THE RUBBERSET COMPANY, 900 Passaic Ave., East Newark, N. J. 


Want more facts? Circle 122 p. 71 
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RUST-OLEUM. 


CONTAINERS 


16 ATTRACTIVE 
COLORS 


Now! Famous Rust-Oleum colors in handy 16-ounce spray 
containers —ready to bring you even more Rust-Oleum 
profit! Our introductory assortment features thirty cans 
and includes sixteen popular colors—plus Rust-Oleum 
Clear-Sele. Your cost—only $34.20; your profit—$22.50... 
a full 40%! It'll be spearheaded by powerful local adver- 
tising in television, newspaper, billboard, and radio—and 
topped off with dramatic national advertising in Time 
Magazine, Newsweek, and over fifty other big magazines! 
Be sure that you're ready with Rust-Oleum in spray con- 
tainers — your customers will ask you for this household 
name in metal coatings! Check with your Rust-Oleum dis- 
tributor—today! Insist upon genuine Rust-Oleum—accept 
no substitute! 


Ps 
re 
vi 
Fi 
ae 
ya 
at 





RUST-OLEUM 
ge Rust yr; 


“Rigid Economy, Mon” 


MP-PRO 


169 


nen 


OF RED PRINT 


RUST-OLEUM SPRAY 
COUNTER MERCHANDISER 


Perfect for counter, table, or win- 
dow — spotlights Rust-Oleum spray 
assortment. Full-color metal sign. 
Compact, all-metal—28” high, 
2242" wide, 1342” deep. 


RUST-OLEUM SPRAY 
ADAPTER SHELF 


Features complete thirty-can as- 
sortment — fits atop your present 
Rust-Oleum metal display. No in- 
crease in floor space—boosts your 
return per square foot. 


RUST-OLEUM CORPORATION 


2566 Oakton Street * 


\\ 
\ 


Want more facts? Circle 123 p. 71 
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Evanston, Illinois 
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Brand new EKCO-AUTOYRE “C- 11,6” gadget center includes 


the newest, fastest-moving items in the “1400” line! 


©1959 EKCO PRODUCTS COMPANY 


Want more facts? Circle 124 p. 71 
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The original 246” gadget center put thou- 
sands of dealers in the gadget business. It 
showed them what real profits they could make 
in this fast-selling, big-volume business. 

The “C-146” Ekco-Autoyre gadget center 
has proved to be even hotter. It features the 
fast-moving “1400” line—kitchen tools that 
housewives buy by the armful—together with 
basic stainless steel tools from the “3200” line. 


® 


the 


There’s never been anything like it for ringing 
up fast sales. The traffic-pulling power of the 
“C-146” combination gives you far greater 
volume per square foot than anything you’ve 
ever had in gadgets. 

Order the new Ekco-Autoyre “C-146” gadget 
center today. The $135 display comes to you 
free, Mr. Dealer, with your “C-146” assort- 
ment order. See your Ekco-Autoyre salesman. 


EKCO-AUTOYRE DIVISION EKCO PRODUCTS COMPANY CHICAGO 39, ILL. 
Want more facts? Circle 124 p. 71 
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roe EXTR I power -~ profits 


Get your share of the 





Heavy Striking Tool market 


The versatile, easy-to-sell True Temper 
Hand Drilling Hemmer is typical of the 
profitable items that move in the big 
market for heavy striking tools. 

This powerful tool fills the bill for inter- 
mediate jobs between nail hammers and 
sledges. A natural seller to mechanics, 
masons, plasterers, plumbers, and electri- 
cians, it does yeoman work as bench and 
home workshop tool—and its 10” length 
is toolbox perfect. A wonderful related 
sale for extra profit! 

Typical uses include driving masonry 
anchors and nails, chiseling, star drilling, 
wrecking work, tire changing, many more. 

And famous True Temper quality fea- 
tures are there, too: lively power and 
balance your customers can feel. The 
smooth, fire-hardened hickory handle has 
positive swell-end grip that stays in your 
hand. The head is forged carbon steel, 
heat-treated and tempered. True Temper, 
1623 Euclid Avenue, Cleveland 15, Ohio. 


Hand Drilling Hammer 
2HD—2 Ib 
3HD — 3 Ib 
4HD— 4 Ib 


MAKE SURE ALL YOUR STRIKING TOOLS BEAR 
THE FAST-SELLING TRUE TEMPER NAME 


Call your True Temper wholesaler 


AXES 


Men’s axes 
(single and doubie-bit, 
all weights and patterns) 
Light axes + Beit axes - 





HEAVY GOODS 


sos, Sill ii 


HAMMERS 


Nail hammers 


HATCHETS 


Complete 
Ball peins line 


Sledges 
Engineers’ hammers 


Brick hammers 
Prospecting picks 
Mechanics’ 





hammers 


of hatchets, 
all types 
and 
patterns 





Hand drilling hammers 
Picks 

Mattocks 

Wrecking bars 


NEW STRIKING TOOLS CATALOG...AND NEWSPAPER MATS...YOURS FOR THE ASKING 


TRUE [TEMPER ... your basic line...your money line 


Want more facts? Circle 125 p. 71 
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see tomorrow’s products 
at the 14th anntal 


NATIONAL 
HARDWARE 
SHOW 


including the 


LAWN, GARDEN « OUTDOOR 
LIVING DIVISION 














It's the show buyers know as the most 
complete and diversified trade show in 
America. More than 40,000 attend annvu- 
ally to learn what's new in hardware, ay i 
housewares and allied items . . . lawn, ae Sept. 28 thr » < 
garden and outdoor living products. oa ee 


a ‘i Pre at 
* . COLISEC 


This year over 1,000 manufacturets will YORK CITY iii 














unveil tomorrow’s products, packages, pro- 
motions and profit-offerings. So plan today 
to attend. Fill out and mail the coupon for 
your free badge of admission. 





T NATIONAL HARDWARE SHOW 1 
| Suite 1103, 331 Madison Ave., New York 17, N.Y. 
Please check below if you wish us to make hotel reservations for you. 


| 

7 

at the COLISEUM in NEW YORK CITY . 
) | 

) 

I 

i 


(Please Print) 


NAME 
FIRM | 
STREET 


TYPE OF BUSINESS 


Please check below the classification of your business. 
Wh Jesaler Retailer Dept. & Chain Store Buyer 
Importer-Exporter Mfgrs' Agent Manufacturer Other 
Please send us your hotel reservation blank. 


SEPT. 28 - OCT. 2 


please fill ouf coupon and mail J. >> 


NATIONAL HARDWARE SHOW ; , | . 
Suite 1103, 331 Madison Ave., New York 17, N.Y. 4 Minors under 18 yrs. of age will not be admitted under any circumstances. 


Want more facts? Circle 126 p. 71 
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DAZEY Triple Ice Crusher 
with the lid that pops up! 


Novel (nov’el) n. New, fresh tidings (accord- —_— coarse and now it’s designed to sell even bigger 
ing to Webster). And fresh tidings it is—an ice than before. Ask your Dazey Distributor for 
crusher with a pop-up lid! It’s the brand new the Dazey Triple Ice Crusher. In red, yellow, 





version of the reliable Dazey Triple Ice pink or turquoise with chrome or copper trim. 
Crusher. It still crushes ice fine, medium or From $9.95 retail. 


Be sure 
ifs a 
» 


All Dazey Products are guaranteed, in writing, free of defects in workmanship and material. MANUFACTURED BY THE DAZEY CORPORATION, ST. LOUIS 7, MO. 
Want more facts? Circle 127 p. 71 
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Thaspios carts important? Shanes uses 50 of them as pain halldions, 


How to sell hardware 


Supermarket style 


“We've got a hardware store that’s styled along the lines of a supermarket, 
yet has the quality look of a good department store,’”’ Douglas L. Stone said, “for 
more merchandise exposure, fast traffic movement, and more profit.” 

Mr. Stone is the general manager of Skaggs Hardware Supermarts, Hayward, 
Calif. (city population: 60,000), pilot store for a planned chain of Supermarts. 

Skaggs Hardware opend in 1958 (see HA, Dec. 4, 1958, p. 34) as part of a 
new group of stores in the midriff of Hayward’s downtown and suburban areas. 
Skaggs is ideally located, for its trade is a thick mixture of suburban and down- 
town traffic. 

arking space is ample, and in California, nothing is more vital than parking. 

Though large in display area (16,500 sq ft), streamlined Skaggs has many 
ideas of value in any size hardware store. Many of these ideas are detailed in 
pictures and captions which follow. 


Please turn the page for ideas you can use in your store a 
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How to sell hardware, supermarket style 


(Continued ) 


**Let the customers be their own salesmen’’ is the slogan 


proving profitable in a West Coast self service store that is 


stvled along supermarket lines for more traffic and sales 








. re are § , 
~ . . ° o 
saw» Ake s Pee 
% a. 
3 
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whwipen POWER MOWER CLIMHC 
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OPEN FOR HOLIDAY Sasser cy WEDNESDAY and THURSDAY NITES ‘td 9-30 
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Sell the self-serve idea 


The basic idea of an extraordinary hardware 
store is suggested by the sign reading “Super- 
mart,” and the angled, all-glass 50 ft front. Car 
passengers and foot traffic see the entire first 


floor interior aglow in high candlepower light. 


And they can see down the stairs to the lower 
level (never say basement). The layout featur- 
ing wide (4 ft or more) aisles and departments 
identified by signs invites new traffic. Two 
“heckout stations (store total: 6) flank the en- 
trance. There is always action there to stimulate 
more traffic. Irregularly spaced 9, 12, and 15 ft 
yondolas run front-to-back on 6 aisles, inviting 
browsers indoors. 


How about you? Does your store front invite 
trafic? Can the trade see inside? How about a 
dramatic new name like: Supermart, Superhard- 
ware, or Hardware Mart? 


Promotions build traffic 


Skaggs regularly uses ads like these. And when 
ads run they are tacked on this easel near the 
Main entrance as silent salesmen for new traffic. 
A “‘non-selling preview” direct mail invitation to 
8000 Hayward residents brought in 3000 visi- 
tors when Skaggs opened. Live entertainment 
and regular demonstrations are used to boost 
trafic. The 6 checkout stations on two floors 
handle peak loads without jams. 


How about you? Do you put your ads to use as 
signs? Do you try new ideas to build traffic? Do 
vou have a checkout station for each 2750 sq ft 
of display? 





Try new packaging ideas 


Skaggs uses polyethylene bags and plastic containers to package bulk items 
that are normally dirty or difficult to handle when busy. Nails and other 
fasteners, as shown, become a big traffic item and profits improve through 
home packaging. Labels or toppers on plastic containers carry the Skaggs 
name, price, weight, and description of contents. Packaging glamorizes 
many types of small, bulk, basic hardware while stepping up profit and 
turnover. 


How about you? Have you tried your hand at packaging items such as bulk 
fasteners? A few sizes of plastic bags, labels, and a staple gun will put 
vou in the packaging business. Fasteners you sell at 50¢ a pound can be 
packaged in half-pound containers at 29¢ each, adding a bonus 16 percent 
profit. Your staff can convert idle time to extra profit when it spends that 


time packaging hardware. 
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How to sell hardware, supermarket style 


(Continued ) 


Streamlined credit plan 


Skaggs credit plan covers cus- 
tomers who prefer either 30-day 
charge accounts or instalment plans 
with a single charge-plate. Skaggs’ 





Because 





& 








- a 


first invitation to nearby residents 
included this description of the 
“h.e.p.”” (home economy plan). It 
explained that customers who are 


of your tine credit record... 


Fi 


have been selected to receive a 


Skaggs personalized credit card 


your h-e-p card 


| 
SO we a 
os wae 
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eligible for a charge plate could 
pay off balances on a regular 30- 
day charge basis or make monthly 
instalments of 10 percent of pur- 
chase price, plus a service charge. 
Dua. cash register tapes simplify 
handling and _ record keeping. 
Credit brings traffic, bigger unit 
sales, and more preferences for 
higher priced lines. 


Checkout stands 
are salesmen 


Most dealers think of impulse items 
as low-priced specialties, but 
Skaggs has a big turnover in items 
such as these $5.88 patio chairs 
near the checkout station. An in- 
tercom system connects cashiers 
with other parts of store. And 
Skaggs’ cash register produces two 
tapes to cover charge accounts (see 
illustration) as well as cash sales. 
The customer signs the store-file 
tape to OK charge account amounts, 
and keeps the second tape as a re- 
ceipt. 


How about you? Ever try selling 
higher priced 
checkout impulse items? How about 
an intercom? Low priced kits are 
easy to install, and speed up check- 
out routine when problems come 
up. @ End 


seasonal goods as 





Tired of the same old floor plan? 


Store 


‘a 


Put your display on wheels 


If you plan to remodel your store here are ideas on how to keep 


displays flexible so you will have room to rearrange your departments. 


If you are planning a move, expansion, or re- 


modeling for your store the ideas this dealer 


used may be helpful to you. 

In the spring of 1958, Grimshaw & Palmer 
Hardware moved from a 60-year location to a 
new store in the same neighborhood of West 
Hampton Beach, far out on Long Island, N. Y. 
It was no ordinary move or mere relocation. 

“We had learned,” say owners Mr. and Mrs. 
Paul E. Nevins, “how old fixtures and a static 
floor plan can strangle new ideas and flexibility 
in merchandising.” 

The Nevins determined that their new store 
would be limited only by its four walls. Ac- 
cordingly, they designed the store interior to be 
mobile. 

Here is how this was done: 


(1) Every fixture, regardless of its size or 
the weight of stock it holds, is on casters. 


All gondolas are arranged at an angle 


front built along early American lines. 


a AM 
‘a : my, ¢ 
ay 
ie 
fe cl GRIMSH 





to the store front. There are no straight aisles. 
Any gondola can be relocated in minutes. 


(3) Backwall fixtures separating the store 
from the stockroom are not anchored to the 
floor or ceiling. These units can slide backward 
into the present stock area as many feet as de- 
sired. The store can expand from its present 
40x60 ft in less than a day. In fact, one such 
move has been made to create an additional 10 
ft depth to the store. 


(4) Sidewall fixtures consist of sheets of per- 
forated paneling with runners and adjustable 
shelves, plus portable 18 in. bases. These units 
are also highly flexible and adjusting takes only 
minutes. 


(5) The rear stockroom, into which the store 
can expand, has a 40 ft depth. Only bulk items 
are kept in the stockroom. The Nevins believe 





Tired of the same old floor plan? 


(Continued } 


in full front displays. The stock area is largely 
usable for floor space as expansion needs arise. 


(6) Slimline fluorescent lighting runs the full 
length of store and stockroom. There is equally 
balanced candlepower for a move of fixtures In 
any location. 


(7) There is land on the side and in the rear 
of the Nevin’s store for expansion of the build- 
ing. The store can branch out in either direction. 
At present, the side area provides parking for 
some 20 cars. 


There is a lesson in these ideas for any dealer 
considering a move or remodeling project. 

“We did what any sensible dealer would do 
in planning our move from the old store,” Mr. 
Nevins said. 

“We set out to cure our ills and solve the 
problems that limited our traffic and profit. Flex- 
ibility seemed to be our biggest goal. We reached 
it. 

“And we had our moments of worry,” Mr. 
Nevins continued. “‘We weren't sure our Cus- 
tomers would follow us the several blocks to our 


Angled gondolas make an interesting floor plan, permit 


Or fe ee 


new premises. We had a bigger inventory, ana 
plenty of expense wrapped up in the new store. 

“Our modern ideas for a hardware store paid 
off, and our traffic hasn’t stopped growing yet. 
Regular customers stayed with us. We have 
built a lot of new trade. 

“We've tried many new ideas in merchandis- 
ing. For example, we set all of our gondolas on 
an angle to the front of the store. This elimi- 
nated long straight aisles. We find our customers 
browse about more and stay longer because of 
it,” Mr. Nevins said. 

“We learned a lot about modern stores when 
in the planning stage. We learned the value of 
ample candlepower to highlight displays. We 
have about 40 ft candles at counter level. 

“We got many modernizing ideas from maga- 
zines such as HARDWARE AGE. 

“We learned how much air conditioning means 
during hot weather. We have a 7!» ton air con- 
ditioner. That is sufficient cooling capacity for 
any weather. 

“We got suggestions from our wholesalers 
and from fixture builders. We used combinations 
of soft pastel paints, light colored asbestos floor 
tile, and seemingly endless reams of perforated 


faster relocation of gondolas. 








paneling to make the store bright and airy,” 
Mr. Nevins continued. 

“We had a major decision to make concerning 
the store front. This is a high income resort 
area, so we decided on a Colonial front without 
signs or artificial trims of any kind. We used 
lots of glass, and a design of classical brick 
and woodwork. Some ¢all it ‘a little bit of Wil- 
liamsburg’ because it has an early American 
look. It features a gold eagle, coach lanterns, and 
nothing more. 

“We have found that a well known neighbor- 
hood store which is kept clean and up to date can 
get along nicely without trying to compete on 
price. We sell only the best branded lines at full 
price. We cater to the specific needs of our com- 
munity, such as boat supplies and marine hard- 
ware, leaving price cutting to others,” Mr. 
Nevins said. 

“I feel that every dealer should know his com- 
munity best, and bend to its wants. Each dealer 
should know what customers expect of him, and 
he shouldn’t try to change them. 

“That is what we have done, in a nutshell. 
We have given our town what it wants in the 
way of merchandise and services. But we have 
kept the store flexible to possible changes in 
those wants. 

“After all.” Mr. Nevins concluded, “the origi- 
nal Grimshaw & Palmer store was quite ample 
when it opened six decades ago. As time went 
on it reached its limit. Every store does some- 
day. We’re planning ahead to develop with the 
town. | don’t think this store will be inadequate 
10, 20, or 30 vears from now.” @ End 


Arrows show how back wall can be moved, and how 
lighting is all ready in place. 
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More sales from your ad dollars 


by featuring seasonal goods 


Here is a tested approach to advertising used by a dealer 


to sell more seasonal and staple merchandise lines. 


Steady advertising with a timely 
theme is a sales winner. 

A program of consistent adver- 
tising is paying off for Franklin 
Hardware Co., Ft. Myers, Fla. 

Franklin Hardware runs a three 
column by 12 in. deep advertise- 
ment seven days a week in the local 
newspaper. It also runs three or 
four spot announcements daily on 
the local radio station. 

The newspaper ad is prepared 
with the aid of the newspaper ad- 
vertising man working with Jack 
Hughes, ad manager for Franklin 
Hardware. 

Mr. Hughes gets up the items 
and ideas to be featured in ad- 
vance. Then the newspaper man 
takes them and lays out the ad. 
The radio station picks up the 
newspaper ad and stresses items 
in it. 

‘Careful thought needs to be 
given to advertising to make it ef- 
fective,” said Mr. Hughes. “To that 
end our policy is to advertise what 
is selling, rather than what might 
sell. 


“We make every effort to be 
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These newspaper advertisements are the 





FRANKLIN'S -“The Most Interesting Store in Town” 








Your Headquarters For 
NATIONAL BRAND PRODUCTS 
In Southwest Florida 





Shop the store that fea- 

tures nationally femous 

= brands of top quality 

products . . . including 

Sunbeam Percoletors 

Sunbeam Fry Pans, Pres- 

to Stainless Stee! Coffee 

Meker, Sunbeam Mixer 

Wearing Blenders, Unt 

CONCEPT In versal Coffee Percolet- 

CONTROLLED HEAT COOKIN ors and Toasters, Steam 

< at sae 980 00. prcen and Dry lrons, Hamilton 

a he eee meet incace « 1 ead uber Beach Mixer, Westing- 

NING VERS house Roasters. Hoover 

ones . No BoWO Veccuum Cleaners Plus 
@ NO CONSTANT WATCHING 


many others 
Simmons, stows, fries. Cook, serve were of the edie. ony 





 & (ude bileher fre ond 


SPEED SDP raisin PAN 
KETTLE oy anaes tort on ws vont 


ey fF eee Patt 
~? NTOOK Bccwre 
4 b web eeneoe 





i auroManc \~ 
Boils Water Fast ccc 
As You Can Use It! ooo Ss eS 


@ 2 cups in 1% inves mess 
@ A qvert ude 4 minvte beeps colfee 
@ 2% aver copedy 

© hem of # wore bok ewer 


BUY THE BEST - YOU'LL SAVE 
Free Gift Wrapping — Lay-away Plan 
Use Your Easy Budget Account 


ONE BLOCK FROM CITY PARKING LOT 


PAK + 22 be 


% EDison 2-118! 
te Downtown Fort Myers 








Mall & Prone Orders Promptly Filled — Use Our lay-Away Pier 





“FRANKLIN'S -“"The Most Interesting Store in Town’ 


WASH DAY SPECIALS 


Heavy Duty Galvanized | oe 
CLOTHES LINE — 
POST Bate 
Complete with Rod end Hooks “gine 
$525 «. 11» 85: 
Aluminum Stranded 


CLOTHES LINE WIRE ‘coe $1565 


Plastic — Heavy Duty 
CLOTHES LINE cou” $1,50 
Spring Type 


PLASTIC CLOTHES PINS ~~ 30¢ 


DAMPENING CLOTHES BAG $1.00 
Warm « Ris: WICKS 
PERFEC : | ere 


Kererone *1.25 
PORTABLE 


HEATER me 


tibet Priced from 


*1.50 


ONE BLOCK FROM CITY PARKING LOT 


Alibre 


% Dison 2-1 181 
se Downtown Fort Myers 





























Mall & Pees Orders Promptly Ftied — Use Our Ley-Awey-Pice 











seasonal in our advertising. We 
push clean-up items, garden seeds 
and tools in the Spring, toys and 
wheel goods at Christmas and so 
on. 

“We try to give each department 
a play on an equal basis, and where 
a store is big enough to have de- 
partment managers this is almost a 
necessity. 

“We use the advertising mats 
and helps furnished us by manu- 
facturers and distributors. We take 
advantage of any cooperative help 
they extend. Yet we don’t depend 
on them entirely for the makeup 
of the ads. 

“We take ad mats and adapt 
them to our own use in order to 
get away from the ready-made ap- 
pearance of some of the manufac- 


type published by Franklin Hardware 


turers’ mats, expecially those on 
electric appliances. 

“We want our ads to have a 
recognizable appearance in the 
newspaper as Franklin Hardware 
promotions, not those of some one 
manufacturer. For that reason we 
usually carry several items in our 
ads. We often resort to a listing 
of merchandise in some one classifi- 
cation. 

“We realize that every hardware 
store may not have a suitable med- 
ium in which to reach the people 
and area it serves. We are lucky 
to have a newspaper that is widely 
read in our area, also a good radio 
station. 

“It may be necessary for some 
hardware stores to use shopping 
guides, circulars and direct mail. 
It takes some experimentation in 


order to find the best type of ad- 
vertising,” Mr. Hughes said. 

Mr. Hughes mentioned that ad- 
vertising should be devoted to 
fresh, new merchandise as it ar- 
rives as well as to staples and dis- 
continued bargain lines. 

Nearly all of Franklin’s ads are 
designed to sell specific items 
which are listed, described and 
priced. General ads which cover 
everything and touch nothing are 
avoided. 

“While some advertising is of a 
good will and institutional nature 
we want ours to pay off in direct 
sales,”’ concluded Mr. Hughes, “we 
keep records on the results and we 
know that it gets business for us 
by the number of people who come 
in and ask for the merchandise 
advertised.” end 


and featured items are used for radio spot advertisements. 





FRANKLIN’S—The Most Interesting Store In Town’ 





4), GARDEN SPECIALS 


RK © Long Handle — Heavy Duty 


Ned = GRASS RAKE 





x OS 
© a <! <F ) ‘J .0O 


{P ¥ Fi Garden Gloves 45c pr. 





SAVES WORK — TIME - MONEY 
All Aluminum 


LAWN AND GARDEN 


EDGING 
28 $4.25 


Heavy Duty | Spading 
Pruning SHEARS «-- $2.50 |ronx $3.50 
Heavy Duty 


GRASS SHEARS..-$2.75 |SHEARS $2.50 


ht ad eles 








CULTIVATOR . . . $1.95 |HAND TOOLS 
Long Hendle— TROWELS 75¢ 
LAWN — . +» 93-75 |WEEDERS 75c 
Top Quality — Heavy D Han 
OVELS ...... $5.25 Isicxie $1.25 


Hand 


GARDEN RAKE . . $2.75 Cuivator_35 


or ow a line 
Heavy Dut y on en es v4 con ¢ 








“ 
GARDEN HOE . . $2.50 |is30"s."te: 
pr _— ev steme a 
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FRANKLIN’S—"The Most Interesting Store In Town” 





WEDNESDAY SPECIAL 
) So Good They're Guaranteed 
"FLINT 
KITCHEN 

TOOL 


"yy 











EKCO — Makes Bulk Ice Cream Easier to Serve 
ICE CREAM SPADE ..... 





Blends — Folds — Beats — Foley's Something New 
MIXING FORK... . 98 FAB 
Chops — Shreds — Tenderizes SPRAY 
FOOD CHOPPER . $1.25 Slip any 


All Stainless Steel 


POTATO PEELER . , 75¢ 


Lids Removed for perfect re-sealing 


LID LIFTER...... 49¢ 
JUICER. ........ 4% 
io. DAMPENING 
BOTTLE OPENER . . 49<] CLOTHES 
Foley's New Shape BAG 
MEAT LIFTER.... 98¢] $1.00 








ONE BLOCK FROM CITY PARKING LOT 
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FRANKLIN’S—"’The Most Interesting Store in Town’ 
Super Value Paint Sale 
Buy Now And Save 


SPECIAL oper 


Paper 
Nu Kote orep Com 


House Paint | _*: 75 


Whi Re - ‘3 5D. 49 SPRAY CAN 


FAMOUS DU —— 
PAINT CLOSE-OUT 


(These Are Discontinued Colors) 
DUCO ONE COAT MAGIC 
GLOSS ENAMEL “ ~ $1.50 
SEMI GLOSS 298 ~ $1.50 
GLOSS ENAMEL sis ~ $4.85 
SEM! GLOSS vis ~ $4.85 
FLOW KOTE WALL PAINT 
QUART — NOW 51.05 
GALLON Rex 440 NOW 53.30 
COLOR CONDITIONED GLOSS 
GALLON Reg 725 NOW 543.65 


ONE BLOCK FROM CITY PARKING LOT 


+ 
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How to plan a new store 


Will it be a shopping center or city center store? There are 


problems you may have to solve. Here’s one dealer’s experiences. 


Are you thinking of opening 


hardware store’? If so. there 
many details to be considered. 


Francis R. Olson worked hard 


Metal drawers in base 


) variable-dep 
forated paneling backdrop make 
p Y 


in a hardware store for 11 years. 
He saved his money, planned, and 
stored up useful ideas. He wanted 
a hardware store of his own. 


° j 
adjustable she/ves, and 
. ff . 
displays efticient. 


Mr. Olson has opened a 4700 sq 
ft store in Kenosha, Wis., but be- 
fore his decision to open his own 


store was made a long list of ques- 
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Broad view of store from main entrance. From lett. son Jim Olson 


tions had to be answered. They are 
the same questions anvone who 
wants his own store may face one 
day. Here are some of these ques- 
tions: 


Problem 


Where should the store be lo- 
cated? Midtown, outlying, subur- 
ban? 


Decision 

Mr. Olson wanted to get far 
enough away from downtown to 
have parking space, and a stable, 
middle-income trade. But he didn’t 
want to pay the high price of many 
shopping center 

Mr. Olson chose a former va- 


locations. 


riety store location in an outlying 
city area, close to suburban neigh- 
borhoods. His store is near a movie 


% 


theatre. Accordingly, he named 
his store Theatre Hardware. 

A theatre, like a supermarket, 
guarantees traffic. 


Mr. Olson’s store gets heavy night 


neighborhood 


and weekend traffic window shop- 
ping. His glass store front lets 
sidewalk traffic see all of his wares, 
whether the store is open or not. 
The uncongested neighborhood has 
ample parking, and Theatre Hard- 
ware has its own 20-car lot behind 
the store. 


Problem 


What would be the best func- 
tional layout? 


Decision 

Even with 11 years’ experience 
in hardware merchandising, Mr. 
Olson knew he didn’t have all the 
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Mrs. Olson, and Francis R. 
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answers. He called on the store 
Frankfurth 
Milwaukee whole- 
helpful 


planning services of 
Hardware Co., 
saler, for many layout 
ideas. 

Mr. Olson emploved Darling & 
Co., Milwaukee manu fac- 
turer, for trim display units to fit 
his store plan. 


fixture 


A local contractor was hired to 
build special display trims around 
walls and in front of windows. 
Perforated paneling covers all wall 
areas, ceiling to floor. Even door 
arches and backs of gondolas are 
fitted with perforated paneling. 

Except for aisles and ceilings, 
there is not one square foot of 
unused display area on Olson’s 
sales floor. 


Most of the gondolas have five 
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Plumbing and bolts are self service on a fixture like this. Loose fasteners 
are in separate /ift-out bins. Steel runners on plumbing side and base 
ry ake bins adjustable. 


The 30 ft housewares wall! section has open shelves at base, and adjust- 
able glass shelving against a wall covering of perforated paneling. 
Canopies have built-in light fixtures. 


iw } 
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¥ 
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How to plan a new store 


(Continued ) 


shelves, and measure 4 x 10 ft. 
Most of them have slotted runners 
on every shelf to hold glass bin 
dividers. In several departments, 
gondolas butt together for continu- 
ous display of related lines. 

Aisles are at least 4 ft wide all 
over the store. Dark asphalt tile 
does not show dust and is easily 
cleaned. 

Three lines of four-bank, 4 ft, 
40-watt fluorescent fixtures give 
even, cool light to eliminate dark 
corners. 

Two checkout stations are used 
on busy days. One faces the en- 
trance, the other is in the back of 
store, by the doorway to the park- 
ing lot. 

Wall fixtures have lighted cano- 
pies, adjustable glass shelves to 
let light penetrate, and either 
three-tier open bases or small metal 
drawers. 

All paint shelves are adjustable, 
giving Mr. Olson 100 percent space 
control and more stock per square 
foot of display. 

An 8 x 10 ft demonstration booth 
is 3 ft above floor level, directly 
behind the front checkout counter. 
All demonstrations are visible from 
every part of the store. This sales 
idea will be tested for a year, and 
is expected to increase traffic and 
profit. 


Problem 


Should the store have clerk ser- 
vice or self service? 
Decision 

“We decided on a semi-service 
store,” said Mr. Olson. “‘We don’t 
trail customers around, asking if 
we can wait on them. We do give 
experienced help when it’s needed. 
We have two bells marked ‘ring for 
service, just in case we get too 
busy to notice a customer who 
wants help. 

“Our stocks are well marked and 
displayed for self service. Check- 
out stations are visible from every 
part of the store. We want cus- 
tomers to know that they can 
browse all day, or get fast service 
and advice when they want it,” 
Mr. Olson said. 





At Theatre Hardware all items, 
from sewing thread to plumbing 
fittings are hand marked or price 
ticketed. 


Problem 

How could store traffic be built? 
Decision 

“We do a lot of things to get 
traffic, while building up a backlog 
of satisfied customers,’ Mr. Olson 
said. “Custon.ers in a semi-sub- 
urban location like this are accus- 
tomed to service, and we try to give 
them that. For example, I bought 
a station wagon for home de- 
liveries. This accounts for only 10 
percent of my business, but that’s 
an important figure in any hard- 
ware store. 

“T put in a $200 stock of notions, 
such as needles and thread, as a 
service. There isn’t a notions store 
nearby. We'll never make a lot of 
profit from this, but it surely builds 
traffe and goodwill. 

“My demonstration booth,” said 
Mr. Olson, “has caused a lot of ex- 
citement. This is one of the few 
stores I’ve seen where the custom- 
ers in back can watch the cooking 
or tool demonstrations as easily as 
those up front. Demonstrations 
build traffic and sales. There are 
other services that build goodwill. 

“Take paint. We'll go to the 
trouble to visit a customer in his 
home to help him solve paint or 
building problems,” Mr. Olson 
added. 

“Of course, I believe in adver- 
tising as a prime traffic maker. We 
use several display ads a week 
sometimes. And we plan to use 
circulars and catalogs for still more 
traffic,’ Mr. Olson concluded. 

Mrs. Olson and son, Jim, are 
regular employees at Theatre 
Hardware. There are other em- 
ployees, some part time. 

The three-day grand opening for 
Theatre Hardware in March, 1958, 
was a tribute to a well planned 
store and exciting advertising. A 
two-page ad brought 7000 custom- 
ers into the store. The majority 
bought something. 

Mr. Olson thinks that locating 
near a supermarket or movie 
theatre is traffic insurance, day or 
night. A steady stream of new cus- 
tomers windowshops and makes 
mental notes to visit the store. 

@ End 
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Individual spotlights indicated by arrows bathe each display in light as needed. 


Better lighting 


for your floor displays 


How a dealer solved a lighting problem to get adequate light 


on displays near the dim middle-of-the-store sales area 


Good lighting can be a problem in a modern hardware store. It can be a 
greater problem in older store buildings. Hill Hardware, in the Chestnut Hill 
section of Philadelphia had such a lighting problem. 

Hill Hardware is a store in a combination of rambling Colonial buildings. The 
store has low ceilings, typical of early American construction. The main selling 
area of the store has plenty of daylight streaming through front and rear win- 
dows. The problem is in the center section where light distribution is quite uneven. 

The ceiling seemed too low to hang fluorescent, and there was no point in 
hanging this type of light throughout the display area. The mid-section was the 
area that needed extra light. 

Manager Eli Schmidt decided to try spotlights, one for each display island and 
one for each wall unit. 

The spotlight idea worked fine, for economy in light bills and for highlighting 
key displays. 

As more light is needed on cloudy days or toward dusk, the individual spots are 
turned on. Each shines exactly where it will do the most good. This lighting 
gives each display an individuality and warmth that keeps customers lingering. 

@ nd 
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Buying Check List 


of new hardware items 


Keep up to date. Check the new items and 


selling aids in following pages and keep 


posted on new ideas for making money. 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 71, and mail 


Here is a quick Check List of items described in the following 


Rotating rack for nails 
| Copper core stainless ware 
| Gloves in bright packages 
| Cast aluminum miter box 
Retractable electric cord 


Meat grinder-food chopper .. 


Weatherstrip demonstrator 
Electric edger and trimmer 

| Blister-packed drill line .... 
Hex nut assortment display 
8 in. oblique cutting plier 
6 ¢¢ folding rule special 


| Plastic sewer pipe display .. 
Paste, mucilage, tape dea) ... 


| Line of four white paints 
Non-climbable fencing card 
New formula metal solder 
School lunch kit display .. 
Decorated beverage glasses 

| Decorative Christmas bulbs 

|} Oil cans, funnels in bags 

| Gondola for portable lights 


| Stand for sewage chemicals .. 


Pushbutton spin-casting reel 
Marking pen with felt tip 
| Two metallic spray enamels 
| Delayed-alarm clock display 
} Electrical animal clipper kit 
Child's pencil coloring set 
Three barbecue accessories 
| Wall switch merchandiser 
| Portable outdoor cooker 
|} Rustproof sliding T-square 
Mobile attachable legs 
| Two full-size bench vises .. 
2-speed door closer series 
) Eight aluminized coatings 
| Brackets for curtain rods 
} De luxe folding stroller .. 


Flexible lubricating gun 


| lasulated underwear line 


Lightweight power drive 
Safety-edge grass barrier 


| Anodized aluminum mailbox 
| Three miniature racers 

| Double-roller cabinet catch 

| Permanent abrasive disp!ay 
| Rack for marine lubricants 
| Heat-reducing roof coating 


Heavy wrought iron mailbox ... 
Three rubber-bound levels 

Fresh water guides, tops 
Charcoal fire spreader aid .. 
Tow raft for motor boats . 
Paint brush display panel 
Repackaged steel wool pads _.. 
Boat trailer winch line .. 

Kit for mounting wheels 

Fiber glass tray tables 

Larger faces on compasses 
Clamp assortment package 
Precut packaged vinyl rugs .. 
Door bumpers in aluminum ...... 
Emergency air service kit .. 
Dual boat light, lighter 

Marine paint display dea! 
Assorted squeeze toy rack 

Baby feeding ware display .. 
Liquefier-blender units 

Multi-disc type drag reel 


| Repeat alarm clock models 
| Color-calibrated toy flute 

| Galvanized poultry nests 

| Pads for floor machines 


Plastic sanitary fittings 


| Three plastic boat kits 
| Low luster exterior paint .. 


Christmas bulb merchandiser 
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BUYING CHECK LIST 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


Item 1 qt Dutch oven (shown) at $35.95, 
11% in. square skillet at $29.95 
plus vented stainless cover at $5, 
and a 3-qt saucepan at $26.95. 
Prices include Cookamatic control 
with 6-ft cord (sells separately at 
$6.95). Landers, Frary & Clark, 
Dept. HA, New Britain, Conn. 


Rotating rack for nails 
Here’s a rotating display rack 
that encourages impulse sales of 


item 3 
Gloves in bright packages 


Nimble Fingers Beauty Gloves 
are now in Day-Glo packages. The 
brightly colored package displays 
the gloves through a transparent, 
polyethylene cover. Suggested uses 
are illustrated on the back panel. 


Nichols’ aluminum nails. The Hard- 
ware-Pac holds 100 boxes of the 
most popular types of etched alu- 
minum alloy nails, packaged in 
quantities for the medium size job. 
An assortment of 10 boxes each of 
10 different types or sizes is packed 
in the merchandiser. The boxes re- 
tail for less than $1 per box. 
Nichols Wire & Aluminum Co., 
Dept. HA, 1725 Rockingham Rd.., 
Davenport, Lowa. 


item 2 


Copper core stainless ware 


These gloves retail for 59¢ a pair. 
Pioneer Rubber Co., Dept. HA, 196 
The heating element is attached Piffin Rd., Willard, Ohio. 
permanently to the copper core of 
this new Landers line of copper 


Item 4 


Cast aluminum miter box 
Carpenters and home handymen 
will be traffic for the Master Tru- 
Mitre Box that can be used with 
any ordinary saw. This unit han- 





stainless steel cooking appliances. 
Copper, sandwiched between stain- 
less, gives fast, even heat. A re- 
movable Cookamatic probe control 
fits all three units in the line which 
are submersible. Line includes: 5- 
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dles materials with thicknesses up 
to 5 in. A thumb lever releases 
lock for easy one-hand indexing. 
Saw guides and frame are of cast 
aluminum and all steel parts are 
plated. The longer, rigid saw guide 
offers a clear view of guide line. 
The index lock secures easily right 
or left at 0, 7%, 30 and 45 deg. 
Unit retails for $24.95. W. A. Ger- 
rard Co., Inc., Dept. HA, 4400 Lyn- 
dale Ave. North, Minneapolis 12, 
Minn. 


Item 5 


Retractable electric cord 
Here’s an automatic retractable 
electric cord reel for home use. 
Cordomatic’s Multiple-Outlet Reel 
has 20 ft. of 7-amp safety-rated 
cable and a 3-outlet AC receptacle. 
The unit can be wall-mounted or 
suspended from the ceiling as no 
special wiring or junction box is 


Con 
ee f 


Q: 


UTLEY 


i 
$o5 
7 fh, 


required. This reel sells for $7.95. 
Cordomatic Div., Vacuum Cleaner 
Corp. of America, Dept. HA, 17th 
St. and Indiana Ave., Philadelphia, 
Pa. 


Item 6 
Meat grinder-food chopper 


Dazey’s meat grinder-food chop- 
per features a_ single, compact 
vacuum base that adheres to 
smooth surfaces. The No. 471 has 
four cutters that grind, mince, 
chop or crumb cooked or raw 
foods. Its removable hopper is a 
jumbo size of Daz-Aloy aluminum 





ITEM NUMBER ON FREE POSTCARD, P. 71 


design. It has a 16,000 rpm motor 
and a safety clutch mechanism that 
protects the blade and motor 
against damage from clogging. 
This unit has a hardened tool-steel 
blade and heavy duty 3-wire safety 
cord and adaptor. Comes in yellow 
and green baked enamel finish with 


with a built-in finger guard. 
Comes boxed in a display-merchan- 
diser and sells for $9.95. Dazey 
Corp., Dept. HA, 4301 Warne, St 
Louis, Mo. 


Item 7 


Weatherstrip demonstrator a 2-piece take-apart handle. It re- 
tails at $29.95. Portable Electric 
Tools, Inc., Dept. HA, 320 W. 83rd 
St. Chicago, Il. 


This counter demonstrator unit 
for Roberts’ Drafstop line of weath- 
erstripping and door bottoms is 
free. The 644 x 8% in. demon- 
strator is packed in individual car- 
tons. The weatherstripping self 
carton holds 15 


Item 9 
Blister-packed drill line 


The Columbia line of masonry 
drills and high speed 14 in. shank 
drills is now individually blister- 
packed on_ self-service’ display 
They fit special compart- 
Columbia’s drill dis- 


service display 


Pd cards. 
=: ments in 
pensers and are also punched for 
spindle or rack merchandising. A 


= 


3/16 in. diameter size has been 


units for selling for $1.95 each. 
The door bottom display has 190 
units, each $2.95. Roberts Co., 
Dept HA, 600 N. Baldwin Park 
slud., City of Industry, Calif. 


Item 8 


Electric edger and trimmer added to their line of carbide- 


tipped masonry drills. Columbia 
Drill Co., Dept. HA, 423 W. On- 
tario St., Chicago, Il. 


The Shopmate Edger-Boy, an all- 
purpose electric edger and trimmer, 
features a grass-level solid roller 


Item 10 


Hex nut assortment display 


You can display Republic’s Self- 
Locking Nylok Nuts in a counter 


space only 6 x 9 in. This self-con- 
tained assortment holds six popular 
sizes of Nylok Nuts and is shipped 
filled and assembled. A _ pricing 
chart is printed on the back. The 
Nylok Nuts are hex nuts with a 
special nylon insert and the one 
piece nuts are reusable and vibra- 
tionproof. Bolt and Nut Div., Re- 
public Steel Corp., Dept. HA, 1441 
Republic Bldg., Cleveland, Ohio. 


Item IT 
8 in. oblique cutting plier 


High leverage is featured in 
Klein’s 8 in. oblique cutting plier. 


Handform handles provide ease and 
comfort in cutting. This plier is 
listed as No. 228-8. Mathias Klein 
& Sons, Dept. HA, 7200 McCormick 
Rd., Chicago, Ill. 


Item 12 
6 ft folding rule special 


Arrow Supreme brand 6 ft wood 
folding rules, with a folding brass 
hook for accurate zero and mea- 
surement, is offered at a promo- 
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BUYING CHECK LIST 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


tional price of 98¢. This Eagle 
Rule is available in regular or in- 
side marking. 
the riveted 


Other features are 
joint, strike 
brass-plated metal parts and 
painted ends. HKagle Rule Mfy 
Corp., Dept. HA, 512 Huntsport 
Ave.. New York, N. Y. 


plates, 


Item 13 


Plastic sewer pipe display 

One doz 5 ft lengths of 4 in. 
Carlon “D” plastic sewer and drain 
pipes, each with a coupling, can be 


displayed from this self-shipping 
carton. The entire unit 
weighs less than 50 Ib. Matching 
Sanitary fittings are also available. 
Carlon Products Corp., Dept. HA, 
Aurora, Ohio. 


display 


Item 14 


Paste, mucilage, tape deal 
Children returning to school this 
fall will be traffic for LePage’s pro- 
motion #9120 of paste, mucilage 
and cellophane tape. A free goods 
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offer is included in the Back-To- 
School merchandiser which 
you $16.49 and yields a profit of 
$12.49. The unit holds 12 jars each 


of 25¢ 


costs 


white paste, 19¢ mucilage 
Plasti-Pak cellophane tape 
dispensers. The upper shelf holds 


and 6 
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Ps 


7 
uo |EpAcE wy 
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three doz 25¢ and two doz 39¢ cello- 
phone tape dispensers. LePage Inc., 
Dept. HA, Gloucester, Mass. 


Item 15 


Line of four white paints 

Here’s a new line of white 
paints, called Lord Shef, offered in 
lour types: house paint, high gloss 
enamel, semi-gloss enamel and la- 
tex wall paint. The house paint 
is mildew and chalk resistant. Al] 
of these paints can be tinted with 
Shefhield’s Tints-All or pure. oil 
colors for light or medium pastel 
tints. Also available is a new Barn 
Paint which comes in red, green or 








“ "RONzE paint a, 


white, in sizes from quarts to 5 gal 
cans. Sheffield Bronze Paint Corp., 
Dept. HA, 17814 Waterloo Rd., 
Cleveland, Ohno. 


Item 16 


Non-climbable fencing card 

A display Northwest- 
ern’s non-climable residential and 
industrial fencing features a sam- 
ple of the fencing attached in die 
cut slots. The viewer receives a 
three dimensional effect when look- 
ing through the fencing at an illus- 


card on 


tration. Selling points are empha- 
sized on the card. Northwestern 
Steel and Wire Co., Dept. HA, 


Sterling, Ill. 


Item 17 


New formula metal solder 

Duro’s Plastic Metal Base Solder 
has an improved formula and is 
now an all metal base mixed, ready- 
to-use. This product is a filler for 
repairing metal around the house 
and for automobile 
fenders. It is easy to apply and will 
adhere to any clean metal surface. 
Comes in 1, pt, % pt, pint and 
quart sizes in redesigned cans and 
shipping cartons. Woodhill Chemi- 
cal Co., Dept. HA, 1390 E. 34th 
St.. Cleveland, Ohio. 


bodies and 


Item 18 
School lunch kit display 


Here’s a colorful floor display 
for school lunch kits you can use 
as a center for a back-to-school sup- 
plies department. Only 2% sq ft 
of floor space is needed to display 
an assortment of 20 American 
Thermos metal and vinyl! kits. Each 





ITEM NUMBER ON 


kit has a big companion Holtemp 
brand 10 oz vacuum bottle. The 
kits are printed in six 
American Thermos Products Co., 
Dept. HA, Norwich, Conn. 


colors. 


Item 19 


Decorated beverage glasses 
These 19% oz decorated beverage 
glasses come packed 3 doz to a sin- 
gle tier, tear-tape carton. 
multi-color patterns are available. 
Bon Voyage is shown, left, and 
Diamonds, at right. They are 19¢ 


a glass. Libbey Glass Div., Owens- 
Illinois Glass Co., Dept. HA, 14th 
& Adams Sts., PO Box 35, Toledo, 
Ohio. 


Item 20 


Decorative Christmas bulbs 
These new Christmas decorative 
bulbs are snow white when un- 
lighted and become one of six non- 
glaring colors when lit. G-E’s round 
Snowball Lamps are about 2 in. 


Fou lr 
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in diameter. Their screw bases fit 
into C7-% lamp sockets for in- 
door or outdoor use on 120-volt 
circuits. A four-color lighted dis- 
play with a 6-socket cord set and 
price card contains 120 assorted 


color lamps retailing at 39¢ each. 
Miniature Lamp Department, Gen- 
eral Flectrie Co., Dept. HA, Nela 
Park, Cleveland, Ohio. 


Item 21 


Oil cans, funnels in bags 

The do-it-yourself trade will be 
interested in these five oil can and 
funnel packages added to the Han- 
dee Ware line. A 5'-0z all-purpose 
oil at 39¢, l-oz Midget oil can at 
19¢ and a 39¢ Handee funnel come 
individually bagged in polyethy- 
lene. A funnel and oil combination 
sells for 75¢ and a large and small 
oil can package retails for 55¢. A 
19¢ sprinkler head attachment for 
garden hoses has also been added to 
the line. Consolidated Fruit Jar 
Co., Dept. HA, 62 Water St., New 
Brunswick, N. J. 


Item 22 
Gondola for portable lights 


Ray-O-Vac’s double-faced gon- 
dola unit, the M106 Portable Light- 
ing Department, has a full line of 
de luxe chromium-plated flash- 
lights, searchlights and lanterns. It 
also holds promotional lights, Mag- 
net lights, headlights and heavy- 
duty industrial lights. The M106 
costs $387.04 including a $100 gon- 


dola and $115.20 worth of 2LP bat- 
teries that are free. Ray-O-Vac 
C'o., Dept. HA, Madison 10, Wis. 


Item 23 


Stand for sewage chemicals 

An assortment of Camp’s line of 
sewage chemicals is held in this 
all-steel display stand lithographed 
in three colors. These racks are 


available free to authorized Camp 
dealers. Camp Chemical Co., Dept. 
HA, Second Ave. and 13th St., 
Brooklyn, N. Y. 


Item 24 


Pushbutton spin-casting reel 
The Titan, a pushbutton spin- 
casting reel, carries a suggested 
list of $7.95 to $9.95 and still as- 
sures you a profit. The No. 1909A 
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features interchangeable spool, 
smooth adjustable drag, noiseless 
all-metal gears and automatic anti- 
reverse. Comes in bronze baked- 
enamel finish plus 120 yd of 6 lb 
test line and snap swivel. Horrocks- 
Ibbotson Co., Dept. HA, Utica, 
N.Y. 


Item 25 
Marking pen with felt-tip 


Garvey’s Fast-Mark Pen will 
write on metal, glass, wood, paper 
or plastic. This pen has a metal 
body which holds the ink supply 
and a felt tip ink applicator with 
snap-on metal cap. Comes in eight 


colors of ink in a regular 59¢ size 
or a 79¢ king size. You can use it 
in your store for price marking and 
other jobs. Garvey Corp., Dept. HA, 
4379 Dunean Ave., St. Louis, Mo. 


Item 26 


Two metallic spray enamels 
Two 16 oz aerosol metallic en- 
amels have been added to the Ill- 
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bronze Spray-O-Namel line. Early 
American Coppertone is a rich, 
heavy-body paint for refinishing 
steel frames of tables and chairs, 
planters, baskets and other acces- 
sories. Early American Pewtertone 
can be used on lamps, ash trays, 
candlestick holders and _ serving 
pieces. One coat covers normal sur- 
faces and dries in five minutes to a 
nontoxic, nonfading, washable fin- 
ish. Jllinois Bronze Powder Co.., 
Dept. HA, 2023 S. Clark St., Chi- 
cago, Ill. 


Item 27 
Delayed-alarm clock display 


Westclox electric alarm clocks, 
with delayed-alarm selector, fea- 
ture a Drowse alarm operated by 
a rocker arm. This alarm gives the 
user a choice of five or ten extra 
minutes before the alarm sounds 
again. You can obtain a 3-D dis- 
play which includes four Drowse 
clocks, three of them mounted on 
the display. The Drowse comes in 
a cloud gray case for $5.98 and in 


waste Lox 
Drowse 


ALARM 


Doeskin with luminous dial for 
$6.98. Westclox Div., General Time 
Corp., Dept. HA, La Salle-Peru, Ill. 


Item 28 


Electrical animal clipper kit 
Clip-Pet, a small animal clipper 
to keep pets well-groomed, is a 
lightweight quiet-operating electric 
unit. The clipper is packaged in a 
kit that includes aluminum and No. 


2 nylon attachment combs, a bottle 


of Wahl Clipper Oil and an instruc- 
tion folder. Retails for $13.50. 
Wahl Clipper Corp., Dept. HA, 
Sterling, Ill. 


Item 29 


Child's pencil coloring set 
Children will beg their parents 

for Eberhard’s Color by Number 

set. Parents will like the toy be- 


cause there is nc mess from the 
16 colored pencils. The set comes 
with 12 pre-sketched number-coded 
pictures and a sharpener. Priced 
at $1.98. One dozen boxes are 
packed in a shipping carton. Eber- 
hard Faber Toy & Game Co., Dept. 
HA, 200 Fifth Ave., New York, 
N.Y. 


Item 30 


Three barbecue accessories 


All outdoor chefs are potential 
customers for three new Androck 
barbecue aids. A compartment-style 
hamburg broiler holds food firmly 
without squeezing. The chrome- 
plated broiler has a 16 in. handle 
and sells for $2.98. The Burgerbroil 
No. 311, retailing at 98¢, has an 
embossed tinplate with openings to 
charcoal broil food. The third item 
is a knife sharpener with a hard- 
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i SS Retail Price: $] 09°95" 


The world’s greatest value in a 
featherweight autoloading shotgun 


Now you can offer shotgunners a lightning-fast gas-operated 
Remington autoloader at a really moderate price. The new 7- 
pound Model 878 “Automaster” gives the same superdepend- 
NEW REMINGTON | ability and fine operating characteristics as guns costing much 
MODEL 878 : more. It has Remington’s Quick-Change-Barrel feature, light 
és es recoil, perfect balance. The stock 1s richly finished American 
AUTOMASTER" walnut. With these great features and its hig price advantage, 
: Model 878 is a cinch to write autoloader sales history. 3-shots. 

In 12 gauge only. 





mi Price: $] 3 495° 


A distinguished, bolt action 
center-fire rifle with full custom features 

Model 725 offers your customers a graceful Monte Carlo 
stock for perfect sighting with either open or telescope sights. 
A hinged floor plate permits instant unloading. The rear sight 
is adjustable for windage and elevation, and the receiver is 

NEW REMINGTON drilled and tapped for ‘scope mounts. Fine, sharp checkering 
sets off a handsome finish and lustrous bluing to round out 

MODEL 725 a gun that sets up sales fast. New in 222 Rem. and 244 Rem. 
Also in 280 Rem., 270 Win., 30/06. 


Retail Price: $62?° P 


The world’s lightest, most 
colorful 22 rifle 


Another Remington sales booster. The new “Fieldmaster” 
achieves the lightest weight—only four pounds—of any rim- 
fire rifle in the world. In addition, barrel and receiver are 
finished in three distinctive colors — Buckskin Tan, Crow- 
Wing Black or Teal-Wing Blue. Other selling advantages: a 
NEW REMINGTON chrome-plated trigger, floor plate and magazine tube: a “Sun- 
MODEL 872 Gram stock ane fore-end: a gold-finished front sight. Model 
“cClELDMASTER” 572 handles 20 short, 17 long or 15 long rifle cartridges in- 


terchangeably. 
Slide Action 


Remington 


“Fieldmaster” is Reg. U.S. Pat. Off. and “Sun-Grain,” “Automaster” are trademarks of Remington Arms Company, inc., Bridgeport 2, Conn. 
in Canada: Remington Arms of Canada Limited, 36 Queen Elizabeth Bivd., Toronto, Ont. *Prices subject to change without notice. 
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Stocks 


Precision-Made. 
Can Get for You! 


Plenty of Reserve Power 


* Lustrous 


Mirror Finish 


Jobber 
30 S. CENTRAL AVE. 
ST. LOUIS 5, MO. 


—Full Profit Margins 


Guaranteed 
* Priced Low for Fast Turnover 


Write for Catalog Sheet 
Showing Complete Line 


Your 


DALTON MFG. CO. 


* U. L. Approved—Fully 


* Sturdy Display Boxes 


* Heavy-Duty. 
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wood handle, priced at $2.25. Wasi- 
burn Co., Dept. HA, 28 Union St., 
W orce ster, Mass. 


Item 31 


Wall switch merchandiser 
Fashion Plate 
decorator wall switches are avall- 


Westinghouse’s 


able in a merchandising package 
with a counter card display and 


free literature. Included in the dis- 
play are 12 individual switches and 
12 plate assemblies, The display 
package assortment has a retail 
value of $24.80. Bryant Div., West- 
inghouse Electric Corp., Dept. HA, 
Bridgeport 2, Conn. 


Item 32 


Portable outdoor cooker 


Dearborn’s Hobo Chef portable 
outdoor cooker is made of weather- 
resistant heavy gauge steel with an 
oven hood with draft control. This 
model has a 317 sq in. slide-a-grill 
that works like an oven rack. A 
spin-away heat control allows quick 


fire box adjustment. Other features 
are a large service tray, solid oak 
service board, large control handle 


and balloon-tired wheels. Dearborn 
Stove Co., Dept. HA, 1700 W. Com- 
merce St., Dallas, Tex. 


Item 33 
Rustproof sliding T-square 


A Sliding T-Bevel Square, called 
the Cosair BS-8, has a rustproof 
nickel-plated blade, 8 in. long. T- 
Bevel blades slide compactly into 
an unbreakable one-piece molded 
plastic handle. The handles are 
square on all sides. These squares, 
retailing tor 75¢, come individually 


boxed and packaged for self-service 
hanging on racks. Great Neck Saw 
Mfg.,Inc., Dept. HA, Mineola, N. #- 


Item 34 
Mobile attachable legs 


Your do-it-yourself trade will be 
interested in the Dennix mobile at- 
tachable leg. This round, tapered 





HAE-WH 685-1258 


Beautifully finished, high quality 
|HARDWARE CONVENIENCES 


SELF-SERVICE PRICED TO GIVE YOU BIGGEST VALUE 





| 
| 
| 
caster leg of hardwood, has a 2 in. | 
diameter clear plastic swivel wheel. 

The legs come sanded ready for fin- 

ishing or prefinished in four 

shades. Nine sizes range from 314 

to 31 in. The legs are useful for 
cocktail carts, TV sets or other fur- 
niture. Dennix Products Co., Dept. 
HA, 33-04 Downing St., Flushing. 
i ¢ 


Item 35 


Two full-size bench vises 
These two low price, full-size 
bench vises are built of high tensile 





fi crn 1 


- They'll find what 
i= Mee they need-without 


WESSEL Sales-proven WESSEL skin-package cards 

HARDWARE CORP and the new, improved WESSEL revolving 

: display, make your customers your own best 

919-931 North Sth Street —_ —- for home . , 

. ; modest investment gives you the mos 

gray iron. Each Acme threaded Philadelphia 23, Pa. wanted chase Gund oth finish WESSEL 

vise screw is accurately threaded ceeaveie ot. Tometee, hardware assortment (replaceable from your 

Model 625 has a jaw width of 3% PORT: HALL & REIS, INC... jobber’s open stock!) plus the free revolving 

; eee ee mes) “hg BROADWAY, NEW YORK 6 display. Occupies just 16” of counter space, 

in. with a jaw opening of 3% In. makes self-service selection and impulse buy- 

The Model 635 swivels. through oo Fy mah for customers and EXTRA prof- 

nea ditties itable for you. 

180 deg. Milwaukee Tool & Equip- Merchandise is always bright, clean, free 

ment Co., Dept. HA, 2733 S. 29th from scuffs. Screws and all components 

St., Milwaukee, Wis. are safely together to save loss, damage, 
abla pilferage. Order 
from your jobber 


—today. #8801 ASSORTMENT HAS 


Finish 


Item 36 


2-speed door closer series 

A new moderately-priced line of | 
full rack and pinion door closers 
in the Yale & Towne “50” series | 
has horizontal silhouettes and mod- 
ern styling characteristics. Two! 


Amouat 








speed closing control and self-lubri- 
cating bearings are featured. All 
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models are available in brown lac- 
quer and silver bronze finishes. 
Templates are supplied for correct 
installation of the closers. Yale & 
Towne Mfg. Co., Dept. HA, Chrys- 
ler Bldg., New York, N.Y. 


Item 37 


Eight aluminized coatings 

A new aluminized coating, called 
Metalsurf, covers porous surfaces 
in one application with a non-fad- 
ing metallized finish. It can be ap- 
plied on all types of masonry, wood 
and metal by brush, roller or spray 
gun. Comes in eight nonbleeding 


SPECO Inc 


ha 


colors which dry dust-free in two 
Speco, Inc., Dept. HA, 7308 
Associate Ave., Cleveland. Ohio. 


hours. 


Item 38 


Brackets for curtain rods 

The Cur-Loe curtain rod bracket 
stays up in any kind of wall or 
window frame: plaster, plaster- 
board or wood. It can be installed 
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with a hammer and removed by 
hand. Its bright zinc-plated bracket 
holds fast because curbed ends 


secure nails permanently at differ- 
ent angles. There’s no pullout when 
curtains are opened or closed, or 
when curtain rods are removed. 
Curloc Corp., Dept. HA, Box 116, 
Falls Church, Va. 


Item 39 


De luxe folding stroller 


Seat belt, rear wheel brakes, and 
positive locks are safety features 
in Cosco’s de luxe folding stroller 
that will help you sell the walker- 
Self-lubricating front 
wheels that swivel add to handling 
ease. The backrest is adjustable to 
three positions and the frame is 
of heavily chrome-plated tubular 
steel. The padded 
seat and backrest is washable. Sells 


sleeper. 


plastic-coated 


for $24.95, slightly higher West. 
Household Div., Hamilton 
Inc., Dept. HA, Columbus, Ind. 


Cosco, 


Item 40 


Flexible lubricating gun 


This “gun” is handy for lubri- 
cating automobile parts, hand tools, 
locks, hardware and firearms. The 
Dixon Jet 4 Graph-Air Gun is a 
flexible rubber bellows mounted on 
a %4 oz container filled with Micro- 
fyne graphite. Gun nozzle won't 
clog. Twelve guns are packed in a 


cutaway box for counter display. 
Joseph Dixon Crucible Co., Dept. 
HA, Jersey City, N. J. 


Item 41 


Insulated underwear line 


Sportsmen and outdoor workers 
are the market for Wenzel’s line of 
insulated underwear. These suits 
are insulated with 100 percent Vir- 
gin Celacloud or 100 percent Vir- 
gin Dacron Polyester Fiberfill and 
certified washable. The suits are 
lightweight and nonbulky, allow- 
ing freedom of movement. The line 
comes packaged in_ polyethylene 
containers. H. Wenzel Tent & Duck 
Co., Dept. HA, 2200 S. Hanley Rd., 
St. Louis 17, Mo. 


Item 42 
Lightweight power drive 


Toledo Pipe’s No. 58 
Drive is a lightweight model weigh- 
ing only 72 lb. A new Spin Torque 


Pr wer 


chuck with enclosed round jaws of- 
sealed, 
factory-lubricated gear train, with 
precision hcbbed helical cut gears 


fers safety features. Its 
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and ball bearings, reduce mainte- 
nance. The No. 58 will handle pipe 
or conduit from ‘x, in. to 2 in. and 
rod and bolts 4% in. and larger. 
Toledo Pipe Threading Machine 
Co., Dept. HA, 1445 Summit St., 
Toledo, Ohio. 


Item 43 


Safety-edge grass barrier 

Heavy weight, safetv-edge grass 
barrier of rustproof aluminum in 
Nichols 1959 Grass-Stop line in- 


cludes 3 and 4 in. widths in 24 ft 
and 3, 4, 6 and & in. widths 
in 40 ft coils. The new 3 in. width 
and the Thrift Quality 4 in. are de- 
signed for volume sales. The wider 


coils, 


widths are for deeper-rooted grass. 
Nichols Wire & Aluminum Co., 
Dept. HA, Davenport, lowa. 


Item 44 


Anodized aluminum mailbox 
Newest 

anodized 

is the 


addition to the M-D 
aluminum mailbox line 


vertical type 400 Series, 


available in six color combinations. 
A plate will be engraved free with 
the purchaser’s name by the manu- 
facturer. This style mailbox comes 
packed six to a carton in assort- 
ments you select. The retail price 


omeD 
oj + 


is $4.50. Macklanburg-Duncan Co., 
Dept. HA, PO Box 1197, Oklahoma 
City, Okla. 


Item 45 


Three miniature racers 
Teenagers and adults who are 
racing enthusiasts will be traffic 
for this miniature racer. The Mus- 
Scat Rambler is available in three 
high torque for dirt track 
and drag racing, high speed direct- 
drive for hard surfaces and chassis 
only. This sturdy racer will support 
several adults. It has a one-piece 
body of 1 in. tubing, racing type 
steering and a heavy-duty front end 


models: 


MusScat also 
pneumatic tires, 
rear wheel friction brakes, foot 
throttle and roll bar. 
Ine., Dept. HA, 2755 
Ave., Springfield, Ohio. 


suspension system. 


features 10. In. 


Musgrave, 


( ‘Oolumbus: 


Item 46 


Double-roller cabinet catch 
Penn-Akron’s self-aligning dou- 
ble roller cabinet catch features 


high-impact, polyethylene rollers 
securely attached to a pair of life- 
time spring wires. These rollers in- 
sure positive holding power and 
alignment. The catch is smooth, 
quiet, positive and trouble-free. 
Hardware Div., Penn-Akron Corp., 
Dept. HA, Woodside 77, N. Y. 


Item 47 


Permanent abrasive display 
Here’s a merchandising unit of 


Sand Shark permanent abrasives 


featuring hand sanding and shap- 
ing operation needs. Included in 
the display is the No. 77 holder 
which has a trigger 
changing the grit 


release for 
easily sheets. 
Three grades of abrasive sheets are 
shown on the rack. Hardware Prod- 
nets Co., Dept. HA, 812 N. 6th St., 


Re ading, Pa. 


Item 48 

Rack for marine lubricants 
Here’s a wire display rack for 

marine lubricants. The unit holds 


12 packages of Lubriplate under- 
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water gear lubricants in a special 
tray. There is also space for screw 
cap and flat tops cans of outboard 
motor oil and 1 lb cans of Marine- 





Lube <A, an all-purpose marine 
grease. Lubriplate Div., Fiske 
Brothers Refining Co., Dept. HA, 
Newark, N. J. 


Item 49 


Heat-reducing roof coating 
This light-reflecting roof coating 
lowers interior temperatures up to 
Adelphia Kool-Top White 
saves money by protecting asphalt 
and other roof surfaces from ex- 
tremely high temperatures. This 
paint reduces the load on air-con- 
trol equipment in air-conditioned 
buildings. A rubber-base swimming 
pool paint in two nonfade colors is 
also available. Adelphia Paint & 
Color Works, Inc., Dept. HA. 86-00 
Dumont Ave., Ozone Park, N. Y. 


25 deg. 


Item 50 


Heavy wrought iron mailbox 
This vertical mailbox, called the 
Regent, is wrought iron, 
phosphatized and finished in colo- 
nial black baked enamel. Its re- 
cessed front panel has a quilted de- 
sign and a brass crown ornament. 
A 5x 10% x 2'4% In. compartment 
holds letters and small packages. 
Wrought iron brackets hold maga- 
zines. This newest model in the 
Leigh Aristocrat line sells’ for 


heavy 
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VU 


$2.49. Leigh Building Products 
Div.. Air Control Products, Ine.. 
De pt. HA. Coopersville Mich. 


Item 51 


Three rubber-bound levels 
Masons, carpenters and the do-it- 
yourself trade will be traffic for 
Ee mpire’s new neoprene-bound level. 
Its insulated edge wipes clean and 
won't mar surfaces. The level, of 
airframe aluminum alloy, 
can be twisted 45 deg and still re- 


special 


turn to true. Comes in a 24 in. size 





for $7, a 28 in. size for $8, and a 
48 in. model for $12.50. Empire 
Level Mfg. Co., Dept. HA, 109230 
W. Potter Rd., Milwaukee, Wis. 


Item 52 


Fresh water guides, tops 

Here’s an assortment of quality 
Allan guides and tops for the re- 
placement fresh water 
fishermen. The assortment contains 
48 guides, 12 each of four popular 


needs of 











sizes; and 24 tops, 6 each of four 
sizes for casting rods. Comes pack- 
aged in a plastic box. The Number 
1 assortment lists for $10.20. Allan 
Mig. Co., Dept. HA, 325 Duffy 
Ave., Hicksville, N. Y. 


Item 53 


Charcoal fire spreader aid 
Outdoor cooks and campers will 

be traffic for this Charcoal Exciter 

that helps produce hot, even c»ok- 


ing heat from charcoal fires. The 
unit povides a continuous air blast 
that can be focused directly into 
the fire to spread ignition over the 
cooking area. It is 27 in. overall 
und finished in coppertone. Each 
unit is mounted on a display card. 
Root-Lowell Corp. Dept. HA, 44. 
V. Lake Shore Dr., Chieago, Ill. 


Item 54 


Tow raft for motor boats 


Youngsters and adults will be 
traffic for Hodgman’s Drag ’N Fly 
tow float for use behind outboard 
motor boats. Comes in aqua blue 
with all necessary ropes and fit- 
tings except tow rope. It has a 
friction-free horcohyde-coated bot- 

(Continued on page 69° 
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BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 

On the Pacific Coast Bethlehem products are sold hy 
Bethlehem Pacific Coast Steel Corporatior 
Export distributor 
Bethlehem Steel Export Corporatior 


ETHUEHE 


Full Range of Styles and Sizes 


Easy-to-Identify Packages 


= BETHLEHEM STEEL 
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You invest in another 
store fixture, send 
for this new 


illustrated 


M & D srore FIxTURES 


BROCHURE 
with prices 


M & D STORE FIXTURES are distributed 


nationally by selected hardware wholesalers. 
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STORE Fis 
FIXTURES gig 


GARDEN CENTER, PAINT, 
Liquor, PET STORES A 


LUMBER, SPORTING Goops, oh 
ND NON-FOODS IN FOOD MARK 


HARDWA 


HOBBY, AUTOMOTIVE, GIFT, 


M & D has a national organization of professional 
Store planning engineers that is ready, willing 
and able to provide complete store planning without 
cost to the retailer or his wholesaler. These store 
planners are available on request for upgrading 
XK RAR RAAB AADAMAAADALZ projects, as well as complete stores through the 
M&D STORE FIXTURES, INC. Dept. 9! distributor in your area. Use the coupon to 
a | obtain the name of your nearest M&D distributor. 
I am interested in discussing the following: 
[_] Complete Store Remodeling [_] New Gift Islands 


[] Store Upgrading | New Wall Shelving 
[| New Gondolas [_] Particulars on Financing or Leasing . ) 


M&D STORE FIXTURES, INC. 


Store Name 





ee a State 


B 6 North Michigan Ave., Chicago 3, Ill. 
Ferenc z City of Industry, Calif. 


Ca x 2 To $d? Oo &$¢ dd ro oD Manufacturing Plants in the East and West 


Sales offices in principal cities throughout the U.S.A. 
Want more facts? Circle 133 p. 71 
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Want more details? Just circle item number on p. 71 


(Continued from page 66) 





tom surface. These tow floats come 
in a Junior Model, 24 x 45 in. and 
a Senior Model, 24 x 58 in. Hodg- 
man Rubber Co., Dept. HA, Fram- 
ingham, Mass. 


Item 55 
Paint brush display panel 

This perforated panel display 
holds up to 204 Linzer paint 


brushes in most popular sizes. It is 
free with one of three new pure 
hog bristle or Tynex Nylon assort- 





ments. Your cost for the assort- 
ments range from $100 to $110 and 
retail for $226.68 to $242.94. The 
merchandiser has an easel back. 
David Linzer & Sons, Inc., Dept. 
HA, 10-20 Astor Place, New York 
&. is Be 


Item 56 


Repackaged steel wool pads 
Sun Ray steel wool pads are now 

packaged in a carton that permits 

easy separation into two eight-pad 


packages for added sales flexibility. 
Each Twin Pack package contains 
layer-built pads of the same grade 
of steel wool. Charts on the back 





of the packages suggest uses for 
steel wool and match the grade 
with the job. Williams Co., Dept. 
HA, London, Ohio. 


Item 57 


Boat trailer winch line 


Here’s an all nylon winch line 
for use on boat trailers. This new 
item in West Georgia’s Sea Horse 
line consists of 25 or 50 ft of 
nylon line with a metal Shook 
at one end. Tensile strength for 
the winch line is 1000 lb. Comes 
in a polyethylene bag retailing for 
$1.89 and $2.98 for 25 and 50 ft. 
Nova Div., West Georgia Mills, 
Dept. HA, Whitesburgh, Ga. 


Item 58 


Kit for mounting wheels 


This handy wheel mounter kit 
contains two stud axles, two bush- 





ings and two Gleason Snap-Lox 
caps. Mounting brackets are welded 
to the axles which can be bolted or 
screwed to bottom of item to be 
mobilized. The Snap-Lox caps hold 
the wheels securely on the axles. 
The kit retails for $1.20. Gleason 
Corp., Dept. HA, 250 N. 12th St., 
Milwaukee, Wis. 


Item 59 


Fiber glass tray tables 

Cal-Dak’s fiber glass Roll-A-Rack 
tray table set comes in four pat- 
terns: Butterfly, Fern, Riverside 
and Tahitian (shown). These pat- 
terns won’t fade, wear or wash off. 
The tables are 25 in. high and have 
contoured, plastic-tipped, nonskid 
legs. Each 205. in. x 16 in King 
Size tray table retails for $6.95. 





A set of four tray tables and the 
Space-Saver Roll-A-Rack is $29.95. 
Cal-Dak Co., Dept. HA, 1726 Del 
Mar Ave., San Gabriel, Calif. 


Item 60 


Larger faces on compasses 


The Marble Arms line of pocket 
and pin-type compasses has been 





redesigned and modernized provid- 
ing 16 percent larger faces. The 
convenient compact size has been 
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Want more details? Just circle item number on p. 71 


retained and the new compasses 
feature waterproof screw cases. 
Prices will remain the same. Mar- 
ble Arms Corp., Dept. HA, Glad- 
stone, Mich. 


Item 61 


Clamp assortment package 
This package, called Utility-Pak, 

is a four-compartment, 100 clamp 

assortment of the four popular 


sizes of Sure-Tite all-stainless steel 
clamps. The display lists the mini- 
mum and maximum diameters of 
each of the four sizes. Handy 10 
Paks of each of the sizes are avail- 
able for refills and for convenient 
stocking. Wittek Mfg. Co., Dept. 
HA, 4305-37 W. 24th Place, Chi- 
eago, Ill. 


Item 62 


Precut packaged vinyl rugs 
To introduce its line of vinyl Ac- 
colon rugs, Armstrong is packag- 


; 


ing its 8 x 12 ft size rugs In a spe- 
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cial merchandising tube with a 
break-away center section. The 
center section can be stripped to 
display the rug pattern without 
unrolling. These rotogravure 
printed rugs are available in 12 x 
12 ft, 12 x 15 ft, 12 x 18 ft and 
9 x 12 ft sizes in two-piece tubes. 
Armstrong Cork Co., Dept. HA. 
Lancaster. Pa. 


Item 63 


Door bumpers in aluminum 


These door bumpers prevent 
knobs from interlocking on doors 
that swing back to back and bump. 
rhey are of aluminum with a satin 
aluminum or brass finish. These 
bumpers, called Rollmates, can be 
installed with a screwdriver and 
work with doors in any position 
Its tear-off back is a drilling tem 


plate. Rollmates are shipped with 


aun easel display board, 50 pairs pe) 
carton. Sargent & Greenleaf, Inc.. 
Dept. HA, Rochester. N. Y. 


Item 64 


Emergency air service kit 


Every motorist is a_ potential 
customer for Little Giant Spare 
Air, a pressure-packed emergency 
alr service kit. This 12 oz seam- 
less Spra-Tainer provides tire infla- 
tion. No tools are necessary with 
this unit which comes with its own 
nozzle. Handy for inflating rafts, 
air mattresses, footballs and bicycle 
tires. The kit, with standard-noz- 


zie connecting hose, retails for 


$2.98. Refill containers of Spare 
Air retail for $1.98. Astoria Mfg. 
Co., Dept. HA, 4202 Vernon Blvd.., 
Long Island City, N. Y. 


Item 65 


Dual boat light, lighter 
An automatic snap-out lighter 


with a practical map light are com- 


bined in the Sea Guard cigarette 
lighter and chart light for use on 
boat panels. The lighter is weather- 
proot and the chart light features 
an on-off switch built into the front 
of the knob. The chrome plate and 
nylon lighter knob fits into any 
dash arrangement. The unit comes 
complete with ground wire for 
$5.50. Sinko Mfg. & Tool Co., Dept. 
HA. 7310 W. Wilson Ave., Chi- 
cago, Ill. 


Item 66 
Marine paint display deal 


You can get into the marine 
paint business with a minimum in- 
vestment in this display of 18 qt 
and 36 pints in six colors. The wire 
rack display for the Outboard B. 
P. line has a color selector in a 
marine motif. The rack measures 
36 in. high, 19 in. wide and 14 in. 

(Continued on page 7A) 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 
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HARDWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


P Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


> You must keep posted on these new ideas if you want to 
keep your store profitablee HARDWARE AGE makes it easy 
for you to keep posted by using this Free Quick Check 


Postcard Service. 


& Circle the numbers on the card below that correspond 
vith the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
torward your request to manutacturers and you will receive 


from them the latest information available. 


e Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 
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“my kind of brush” 


maximum 
performance 
for a few 
pennies more 


1 100% 


. (MEE Ly = (2 lll: 


CHINESE BRISTL 


“That's right, LINZER’S 100% CHINESE BRISTLE BRUSHES 
Zz. are my kind of brushes. Sure, 100% Chinese Bristle 
Brushes cost a few cents more, but when | consider the 
fewer trips to the bucket, the easy-on-the-arm paint out, 


and coverage per brushful .. . I've got the best buy in the 


world.” 


MR. DEALER—ALL PROFESSIONAL PAINTERS 
PREFER THESE FEATURES: 


Natural flags e@ Natural taper 

Proper balance @ Excellent resiliency 
Ideal flexibility @ No brushmarks 

No break-in @ Lok-set with EPOSET 
Smooth flow-out e Drip-free, scratch-free 


For ease in use and quality of finish there is no brush 
in the world like the 100% CHINESE BRISTLE BRUSH 
... made by LINZER. 


Mr. Dealer—don’t wait for your customer to ask for it 
... SHOW him the brush, let him feel it... review the 
features he likes best and clinch the sale. 





eee See ere sw 


DAVID LINZER & SONS, INC. 
10-20 Astor Place, New York 3, N.Y. 


[] Please send catalog and price list on the most complete line of 
La Eke 100% CHINESE BRISTLE BRUSHES. 
[]) Add my name to the ‘Confidential Linzer Mailing List.’ 
7Uusheo 
ee 
Address............ 
World’s Largest Direct-to-Dealer Brush Manufacturer a 


Warehouses Strategically Located ee _Stete. 


<> Gb Gb Gn Gb Gn GD GD aD an Gb Ob Gb ab ab an Gb an a we 


- 908 ones 88 ee oe 


Want more facts? Circle 134 p. 71 
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(Continued from page 70) 


deep. A new fiber glass primer is 
included in the display. Marblehead 
Div., Wilbur & Williams Co., Dept. 
HA, 650 Pleasant St., Norwood, 
Mass. 


Item 67 


Assorted squeeze toy rack 


Thirty-six Rempel squeeze toy 
animals are offered in a Basket- 
Rack Pack, called Assortment No. 
82. Six different characters are in- 
cluded in the display unit. They 


are individually packaged and sell 
for 59¢ apiece. Each toy has a 
squeeze-voice and a baby-safe fin- 
ish. Rempel Mfg., Inc., Dept. HA, 
896 Morgan Ave., Akron, Ohio. 


Item 68 
Baby feeding ware display 


You can set up your own baby 
sales center with Foley’s compact 
display racks of stainless steel baby 
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feeding ware. The line includes 
utensils for feeding development 
up to four years old. Spoons, forks, 
bowls, pans and cups have rolled 
edges and smooth surfaces. A 
nickel-plated steel lid lifter for 
baby food jars is included. The 
items are available on individual 


cards or in a special gift box set. 
Foley Mfg. Co., Dept. HA, 3300 5th 
St., Minneapolis, Minn. 


Item 69 


Liquefier-blender units 

This 2-speed Osterizer Junior is 
an all-plastic liquefier-blender. The 
transparent, heat-resistant contain- 
er is graduated and has a 4-cup 
capacity. The unit has a tapered, 
enclosed motor base of white mela- 
mine. Its Universal motor operates 
on 115 volts, AC or DC. The No. 9 
one-speed model is $26.95 and the 


RES R RS 
SS aes 


No. 99 two-speed unit (shown) 
sells for $32.95. John Oster Mfg. 
Co., Dept. HA, 5055 N. Lydell Ave., 
Milwaukee, Wis. 


Item 70 


Multi-disc type drag reel 


A Sea Wonder reel, No. 2070, 
which holds 200 yards of 10 lb mon- 
ofilament, is added to the Shakes- 
peare line. The gearing of this 
model is reinforced with heavy 
duty bearing surfaces and has a 
heavy gauge bail wire. The pick-up 
roller is of stainless steel. It has a 
replaceable rod clip and multi-dise 


drag. The reel is priced at $37.50. 
Shakespeare Co., Dept. HA, Kala- 
mazoo, Mich. 


Item 71 


Repeat alarm clock models 

Two popular priced repeat elec- 
tric alarm clocks are added to the 
General Electric-Telechron line of 
Snooz-Alarms. The Richwood model 
has an African mahogany case and 
retails for $14.95. The Golden Cir- 
cle is a round antique white model 
and sells for $9.98. Read-Easy il- 
luminated dials have been added to 
the Radial, Snooz Alarm and Lit- 
tle Snooz-Alarm models. General 
Electric Co., Dept. HA, Ashland, 
Mass. 


Item 72 
Color-calibrated toy flute 


Parents who want to interest 
their children in music will want 
Emenee’s’ color-calibrated Slide 
Flute. The flute is of sturdy alumi- 
num and break-resistant plastic 
and has a wide range of rich, 
melodic tones. The flute is over 12 














The 3 Pak lists at $2.67. This Pak 
can be disassembled and the boat 
kits sold individually. Pyro Plastic 


ITEM NUMBER ON FREE POSTCARD, P. 71 Sere 







Item 77 


Low luster exterior paint 
Masury’s Land O’Youth, low lus- 












sizes: 12 in. pads, $1.33; 13 in. 
pads, $1.53 and 14 in. pads, $1.72. 


i a roe we ty et pa times ter exterior paint, is for use on 
Ni and are handy for polishing resil- _— shingles, shakes and wood siding. 
o ient tile, linoleum and wood floors. 


This paint gives high-hiding and 
non-fading coverage. It is unaf- 
fected by fumes, smog or gases. 


Minnesota Mining and Mfg. Co., 
Dept. HA, 900 Bush Ave., St. Paul, 
Minn. 


Item 75 
Plastic sanitary fittings 


Molded Carlon plastic sanitary 
fittings have been designed for the 


















in. long, extends to 18 in. and re- 
tails for $1.50. Emenee Industries, 
Inc., Dept. HA, 200 Fifth Ave., 
New York City, N. Y. 


Item 73 


Galvanized poultry nests 


Two models have been added to 
the Premier line of galvanized 
poultry nests. One model has 14 
individual] nests in two rows of 
seven; the other has 21 nests in @ 
three rows of seven (shown). The — 
nests of heavy galvanized steel 
have removable bottoms and folded 


















The white paint is nonchalking and 
can be tinted. John W. Masury & 

_ Son, Ine., Dept. HA, 1700 Bayard 
St., Baltimore 30, Md. 













Item 78 


company’s 4 in. “D” sewer and Christmas bulb merchandiser 
drain pipe. These fittings come in This 


Y’s, T’s, 45 deg and 90 deg elbows self-display merchandiser 


uses only 1 ft of counter space and 








metal edges. Flat wooden perches 
swing upward and close the nests. 
National Ideal Co., Dept HA, 2533 
W. Central Ave., Toledo, Ohio. 


Item 74 


Pads for foor machines 


Scotch-Brite floor maintenance 
pads for scrubbing and polishing 
floors can be sold to customers who 
are renting your floor polishing 
machines. The pads come in three 


and couplings. Each shape is a sin- 
gle piece and is easily solvent 
welded to plastic pipe for root- 
proof, leakproof joints. Carlon 
Products Corp., Dept. HA, Aurora, 
Ohio. 


Item 76 


Three plastic boat kits 


Three of Pyro’s plastic boat kits 
have been combined into the ’Round 
the World 3 Pak. Included in the 
printed sleeve are the Fijian Out- 
rigger, the Burmese Paddy Boat 
and the Chesapeake Bay Skipjack. 





Price change for pistol 


Crosman’s price on its gas-pow- 
ered .22 cal single action Pellgun 
revolver, described in HA, May 21, 
p. 69, has been changed from $15.95 
to $17.95. Crosman Arms Co., Fair- 
port, N. Y. 


holds 275 Westinghouse Christmas 
bulbs. Each merchandiser contains 
95 C-9\% bulbs, 150 C-7% bulbs, 30 
C-6 bulbs, all in 5-pack color as- 
sortments. Each 5-lamp pack is 
prepriced and contains white, blue, 





green, red and orange bulbs. These 
packs are pilferproof. Westing- 
house Electric Corp., Dept. HA, 
Bloomfield, N. J. 
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29 PIECE SUPER SPEED DRILL SET in new, colorful see-through 
plastic display case proven to pull extra impulse sales. 

Sizes 1/16" to 1/2” graduated by 64ths. For use in all 1/2” drills. 
Precision ground, special analysis tool steel, sandblasted, degreased. 
Gun metal finish. Standard jobber lengths; fully guaranteed. Drill! 
sizes clearly countersunk into plastic index stand. 


Regular Retail Price $12.00 
ANNIVERSARY RETAIL PRICE 8.49 


of import origin 


ie ‘Ty 


HOME s AUYTQWarncn 


8 PC. HOME & AUTO WRENCH SET 
in handsome open face plastic kit. A fast 
selling item priced extra low. 8 all purpose 
sizes of open and box end wrenches. Pre- 
cision broached; special analysis tool steel. 
Heat treated for extra strength and fully 
nickel plated. 

Regular Retail Price $1.29 
ANNIVERSARY RETAIL PRICE 1.00 


Made in U.S.A. 





places. 
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HOME Cc 
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11 PC. Va” DRIVE CHROME 


RATCHET SOCKET WRENCH SET 

HIGH QUALITY—Mechanic’s type hardened and 
tempered tool steel with a fully chrome plated 
finish. in attractive heavy duty steel display box. 
Accurately broached sockets of special analysis 
tool steel. Flexible extension for hard to get at 


Regular Retail Price 


ANNIVERSARY RETAIL PRICE 3.98 








FANTASTIC 
SALE 
ENDS JULY 31 


26” CROSS CUT HAND SAW ~ 
8 points to the inch. Large natural wood handle with varnished 
finish; 3 rivets; tempered spring steel; precision set teeth. 


Regular Retail Price $1.69 
ANNIVERSARY RETAIL PRICE 1.19 
of import origin 


3 PC. HAMMER SET 


Varnished hardwood handles; steel heads with polished faces. Green 
enamel on claws and part of heads. The 3 are taped together for 
better display. A wonderful promotional item. 


Regular Retail Price $1.39 
ANNIVERSARY RETAIL PRICE 1.00 


j 
j 


6 PC. MAGNETIZED SCREWDRIVER SET IN 
POLYETHYLENE BAG 


NEW PACKAGING! See-Through Polyethylene 
bag with attractive display capper gives 
maximum display and prevents pilfering. 
Magnetized, hardened and tempered tool 
steel blades. Shockproof, unbreakable, non- 
inflammable amber plastic handles. U/L 
approved. 

$4.98 Regular Retail Price $1.39 

ANNIVERSARY RETAIL PRICE 1.00 


Made in U.S.A. 





Made in U.S.A. 


4 *s 
OXWALL = =’ TOOL COMPANY, LTD. 928 BROADWAY, NEW YORK 10, N.Y. 
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America’s 


Aste 


most “wanted” ' 


plier... 


CHAN yyjc, LOCK 


No. 420 


The ‘Want Books”... and ringing 

cash registers... of hardware stores 

all over America give profitable 

proof of the growing sales of the 
Channellock No. 420. Hundreds of 
thousands of these handy, popular 
pliers are bought each year by 
mechanics and householders alike. 
They like its pipe-wrench grip... its all 
‘round usefulness. And you'll lik2 the 
steady profits when you put America’s 
most ‘‘wanted” plier up front for your 
customers to see... “heft’’...and buy. Let 
us send you our new catalog. 


CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 


It’s easier to stock 
just one line of pliers. 
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It’s PROFIT-WISE to stock the 
genuine CHANNELLOCK line. 


ar pee err 
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Modernization: 


Tonic for sales 
Dealer rings up a 76 percent sales increase following major modernization job 


The emphasis is on open display and mass merchandising. No closed bins or 
drawers, everything is in sight and within reach of each customer. 


Does modernizing pay? 

“Following our complete mod- 
ernization, January sales this year 
in the hardware department were 
76 percent ahead of sales in Jan- 
uary last year. And that’s just the 
beginning,” says Ray S. Taylor, 
vice-president and general man- 
ager of Bernards Builders Supply 
Co., Bernardsville, N. J. 


Over a span of several decades, 
the former small builders’ supply 
house has kept expanding. 


Locally, folks thought the firm 
was foolish for moving away from 
a downtown location in 1936. At 
that time the hardware end of the 
business moved away from the 
parent lumber yard site to set up 
headquarters at a busy highway 
location out of town. 

The move paid off in steady vol- 
ume increases that resulted in the 
recent opening of the Colonial 
Shopping Center. Bernards Build- 
ers Supply developed the center, 
and has the front store (see draw- 
ing above) next to the highway in 
the center’s L-shaped design. 

Colonial Shopping Center fea- 
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Modernization 


Tonic for sales 
(Continued ) 


tures a huge food market and six 
other shops. It has parking for 
more than 200 cars. 

Four-shelf display gondolas are 
the fixtures in the hardware gar- 
den, plumbing, and electrical sec- 
tions of the store. Wall units, 
backed by 7 ft sheaths of perfo- 
rated paneling, also have four 
shelves. There is no closed dis- 
play. Everything is open for mass 
merchandising of front stocks. 


There's plenty of light 


A drive-in yard facility handles 
bulk building supplies in much the 
same way that a drive-in bank 
handles customers 

Slimline fluorescent lighting puts 
candlepower at the desired 40-50 
ft candle level. Fixtures are low 
enough to see over, so the whole 
store is visible from any one point 
of view. Each section and gondola 
is marked with signs that tell in- 
coming shoppers the kind of mer- 
chandise on display. 

All fixturing is by W. C. Heller 
& Co., Montpelier, Ohio. 

All basic building materials and 
nardware are sold in this store. 
Promotions are beamed at con- 
tractors as weli as ordinary do- 
it-yourselfers. Whether customers 
want a 6 ft crowbar or a 6 ft hank 
of weatherstripping, they all feel 
at home at Bernards Builders 
Supply. 


Slow-movers moved out 

A major department is Bernards’ 
well-known “bargain bin.” Here, 
obsolete or slow-moving items are 
given new traffic appeal through 
low prices. 

Customers at Bernards’ can buy 
a box of tacks or a complete home 
improvement job. Auxiliary ser- 
vices include swimming pool sup- 
plies, now booming in the East, 
and a fuel all department. 

The combination of a new and 
spacious hardware section, ample 
modern fixtures, and prices and 
products for customers in every 
phase of building activity has paid 
off in big sales gains and “a 
brighter future than ever.” @ End 








Q: what’s better than 50% markup? 


A: 6673%... 


SELL and PROFIT with the AMES LINE, 
even more complete now with the newly 
market proven... 


L\TRNes 
ROTO-EDGER 


ROTARY LAWN SHEARS 





No. 20 UNIVERSAL | 
| 


for your customers ...... 
QUICK, CLEAN, EASY TO OPERATE 
and for you..... 


a QUICK, CLEAN, EASY TO SELL 
667% markup - full 40% profit | 


No. 30 DELUXE 


IT’S PRESOLD ... POWERFULLY SO... IN 
e Better Homes & Gardens © House & Garden 


WHY NOT STOCK THE COMPLETE AMES LINE? 
Shovels, Garden tools, Snow tools, Post hole diggers and handles 
PARKERSBURG 


©. AMES CO. wiircin 


FINER PRODUCTS THRU HIGHER STANDARDS 


Ames also manufactures the famous lines of Ames Aire 
Casval Furniture and Ames Maid Metal Household Furniture 
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GOOD NEWS erter trom 


DREW PEARSON INTERVIEWS US [2=== Jljb 
ON DURO PLASTIC ALUMINUM [s- Zara) | Lettore 


In fact, he calls my father-in-law ‘America's Mr. Fix- . | from Hardware Age readers 
it."' Mr. Pearson interviewed Dad and me for his TV 


show, "New Horizons." It will be seen by millions of , ; 
people in dozens of cities this month. The star of the f snes § Fair Trade hopes 

show: DURO PLASTIC ALUMINUM . . . with its ) Tic Dear Editor: 

GOOD HOUSEKEEPING SEAL OF APPROVAL. This will acknowledge receipt of 


a ag your letter of May 28, 1959, con- 
HOW 10 WIN FRIENDS and bers duhge ed iF cerning H.R. 1253, along with the 


INFLUENCE PEOPLE . . . Pasian / Atay enclosed ballots. 


A : I am pleased to receive this in- 
My complete unbiased opinion is that you bic eapein dl . ks: : — 
should stock and sell DURO PLASTIC ALUM. fees): ee formation and, as you know, I am 
INUM (SPA-I), DURO PLASTIC RUBBER Me :/ = 9) a strong proponent of Fair Trade 
(black REC PORCILAIN REPAIR (PALA i legislation and am hoping that we 
DURO PLASTIC P AIN REPA -1), af, in ee ag 
rust REMOVER (RR-I), and the remainder Sh. Pi are successful in reporting this bill. 


of the famous DURO-Plastic line including ! Us Sincerely yours, 
the Merro-Go-Round Display Racks (MGR- } Peter F. Mack, Jr. 


158). Cordially, : House of Representatives 
Vea sail Congress of the United States 


Washington, D. C. 








Sales Manager ond Son-in-Law 


a 


bay iatonta-tew's (CURD is the only mother-in-law approved line. Rditor’s note: See Hanpwan 
the party. ORDER FROM YOUR JOBBER OR WRITE } AGE, p. 78, June 4 issue, for letter 


havwhed P ka 
Sf sent to Rep. Mack. Rep. Mack 
THE WO ODHILL CHEMICAL CO. = 7) represents in 21st Dictotes of 
‘Originators and world’s largest manufacturers of Plastic Aluminum’’ é ‘Ei Illinois. 
1390 East 34th Street Cleveland 14, Ohio ] 
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A clecr spray coating X-1-M Unbelievable experience 


that won't turn amber Crystal Spray ogres Dear Editor: 


— yet will protect for = The excellent editorial, ““How to 
: 4 Clear Geet ..- Lose Friends,” which appeared in 


years? of course! the April 23 issue, p. 7, outlines the 
| experience of a dealer which we 
feel is almost unbelievable. We 
} ‘ only wish this dealer was in the 
: five state area we service because 
we would have filled his order for 
copper rivets promptly. 
We find it difficult to believe the 
| ‘ statement that the “out of stock 
4 picture this year is much worse 
| e . than usual.” One day this week we 
WW, ae NAA | : filled orders 98 per cent complete. 
“| This was an especially high per- 
be centage, but with our average of 
CRYSTAL SPRAY is a truly water clear pro- ‘ 96 per cent we feel we are doing 
tective coating that will not amber with time. an excellent job. 
It is not a lacquer and can be used for pro- A CLEAR COATING As a full-function wholesaler, we 
tecting aluminum, plastic, brass, wood, chrome Donte eae 
and many other uses. It has shown exceptional 
weather-resisting qualities over the years and does not become 
scabby. Can be easily removed and recoated after long periods 
of weathering. An ideal clear protector for all around home, in- 
dustrial, automotive, marine, etc., use. 


Write for further details and attractive Dealer Proposition. 


know that it is our responsibility 
to maintain an adequate inventory 
for our dealers. We have no idea 
how six sources of supply could all 
be out of copper rivets as outlined 
in your editorial. All we know is 
that as an 83-year-old wholesaler 


ANOTHER X-Il-M PRODUCT with a hard-hitting sales force, we 


, i are living up to our claim as “The 
H. FORSBERG COMPANY eitvctano 14. onto 
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Bait Your Line with 
SIMONDS 


SAWS and FILES 


and See the 
Action You Get! 





“RED END" HACK SAW BLADES 


CHROME-PLATED SI-CLONE SAWS 


Stake Ete 
© I 
| i 
sits 


Wy 

a . > . \ : 3 

SS 
teey 3 


V4 “RED TANG” FILES 
\ { 


rT 
Wiha 
SONS 


- . 


f 
— 4 (%/ 


(A} Wheh you’re “ casting”’ for customers, 

Y > / pays to offer them quality products 

they know — quality products you 

know will give complete satisfaction! With SIMONDsS new 

Chrome-Plated Si-Clone Saws, the Simonds line is more 

profitable than ever for jobbers and retailers to handle 

and sell. Spring, summer, fall, winter — there’s no 

‘‘season”’ to limit the sales of popular Simonds “ Red 

Tang’”’ Files, ‘‘Red End’”’ Hack Saw Blades, Saw Bits and 

Shanks and Cross-Cut Saws. “‘Bait’’ your line the year 
around for profitable, volume business with SIMoNnpDs! 


Factory Branches in Boston, Chicago, Shreveport, La. 


penis i tse, Chev, Shera Fr SIMONDS 
Canadian Factory in Montreal, Que. | saw AND STEEL CO. | 


..... FITCHBURG, MASS, 
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CONFIDENCE 
Morited. by Forformumree 


The confidence of your customers is earned, and 
is retained only through consistently good perform- 
ance of the products you sell. A customer may for- 
get the price paid for a specialty coating — but 
will never forget or forgive the dealer who sold 
him a coating that did not fulfill its promises. 
Wilbur & Williams promises your customer a su- 
perbly formulated line of specialty maintenance 
coatings that have proven themselves under sever- 
a. est conditions to be the highest quality protecive 
TOTRUST J finishes available. The perfect coatings for selling 
at oy =6all industrial and domestic markets. 
/ Write for complete information on the 


Wilbur & Williams performance line of 
specialty coatings. 


METAL COAT For all metal surfaces — 
rusted or clean, damp or dry. 


THE WILBUR & WILLIAMS CO., INC. 


Factory and General Offices 
657 Pleasant St., Norwood, Mass. 


In Canada, WILBUR & WILLIAMS 
7920 16th Ave., Ville St. Michel, Montreal 38, P.Q. 
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best everyday house in the coun- 
try.” 

Our thinking begins with the 
customer. The essence of good 
salesmanship is to be aware of the 
customer’s problems and maintain- 
ing a close personal relationship 
with him. Customers are hungry 
for information. Who would know 
more about our customers’ prob- 
lems and needs than the well-posted 
salesman who is in daily contact 
with the customers in his territory 
and is in the best position to know 
what’s going on in the market? 
Such salesmen fill a void in the cus- 
tomer’s life. These salesmen, 
backed up by a buying department 
that’s on the ball, will get their 
orders for copper rivets filled 96 
out of 100 times. 

You have covered adequately the 
subject of the need for future 
orders. Dealers would be helping 
themselves by having merchandise 
on order for future delivery. All 
too often the dealer wakes up to 
find the season upon him and then 
discovers he is out of this or that 
item when he thought he was ready 
to start selling. A study of our 
futures will show that the better 
dealers, who are the money-mak- 
ers, are as a rule the same dealers 
who place futures. 

Yours very truly, 
Sid Wesseling 
Director of Sales 
Van Camp Hardware & Iron Co. 
Indianapolis, Ind. 
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Apons 


“We've had a good year... 





School's in for hardwaremen 





Corbin educates its 2nd 1959 


class in Builders’ Hardware 


A three-week course trains 


enrollees to be specialists 


Increased customer demand has 
led the P. & F. Corbin Div., Amer- 
ican Hardware Corp., New Bri- 
tain, Conn., to start the second 
class of 1959 in its Builders’ 
Hardware Training School. Offi- 
cers of the company and new 
trainees are shown above as the 
course began recently. 

Corbin’s course in builders’ 
hardware covers three weeks of 
intensive training. All detailing 
and application of the firm’s build- 
ers’ hardware lines are taught. 
Louis J. Wandelear, Corbin sales 
supervisor, was in charge of this 
class. 


John McIntyre. 


In the photograph (front row, 
from left): Robert E. Keane, 
Corbin advertising manager; Mr. 
Wandelear; Evan J. Parker, presi- 
dent of American Hardware Corp.; 
L. C. Booth, vice-president; Geddes 
Parsons, general sales manager; 
and Clarence H. King, 
sales manager. 

Trainees in the back row (from 
left) are: James Anderson, Ken- 
neth Billings, William Kirchheim, 
Robert Yale, Randolph Sechrist, 
Roger Kling, Fred Larrance, James 
McCord, John Kicklighter, and 
®@ End 


assistant 








a 


H&G’s Completely Merchandised 


FULL LINE of BRUSHES 


e@ An An Assortment for Every Budget 
e FREE Racks of All Sizes 

e Famous H&G Quality 

e Sparkling FOIL Protect-a-Wrap 





\ 
1 
i 

/ 

/ 








See your Distributor or write 


HANLON & GOODMAN CO. 
2-12 MAIN STREET + BELLEVILLE 9, N. J. 
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CASH IN NOW! 


“Want Book 


PROFIT. 
MAKERS [A 


ck and re-order This self-service sales magnet is loaded with popu- 

mani: . dain: ular, wanted tools—screwdrivers, pliers, files, ham- 
tc loss mers, chisels . . . etc. each in a strong ‘'see-thru'’ 
et vinyl pouch . . . high-profit items at 88c retail. 
jobber for GET this fast-moving assortment .. . 

KEEP it brimful, and just watch ‘em go! 


ORDER or RE-ORDER TODAY! 


' ‘ r 


ney-makers 


| , World's Largest 
}| FULLER| T o sd L c O., ’ N Cc. Producer of Gibrichale 


? e | 
3522 Webster Avenue, New York 67 4™Per Handle Tools 


Fuller Products are made in U.S.A., England and other countries, of the highest quality materials, by skilled 
craftsmen . . . designed for service . . . and rigidly inspected to preserve Fuller Quality and Reliability. 
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ATTENTION DEALERS 


don’t miss this...the most sensational 
a extra profit...introductory offer 
Magic for SPRING, 1959 
PLASTIC ALUMINUM 
and MAGIC RUBBER 


AMERICA’S FASTEST SELLING “DO-IT-YOURSELF” 
REPAIR PRODUCTS. PACKAGED IN SELF-SELLING 
PLASTIC BUBBLE CARDS \ 








BIG FREE GOODS OFFER! 
Baker's Dozer. — 13 for 12 
Retail 
8 — $1.00 size tubes 
Magic Plastic Aluminum ; mender! It’s real metal in paste form, 


, sticks fast to all metals. wood. concrete, 
5 — $1.00 size tubes glass. No heat or tools needed. Hardens 
Magic Rubber / into real metal. It's waterproof and heat- 


f. 1001 : 
Plus Free Wire Display Rack a uses 
Total Retail Value $13.00 f\ \\ NEW APPLICATOR CAP FOR EASY 





SPREADING! 
DEALER COST ONLY PLUNGER ELIMINATES CLOGGING 


YOUR PROFIT : MAGIC RUBBER — tough. elastic rubber in 
paste form. Dries to real rubber. Repairs 
A HUGE 801. % PROFIT FOR YOU! all rubber or fabrics without heat or tools. 


Stops leaks, repairs, seals, insulates, wa- 


terproofs. 1001 uses. 
NAT DVERTISED! ORDER FROM YOUR JOBBER NOW! 


Magic backs you with consistent 


advertising ond promation on Magic IRON CEMENT CO., INC. 


newspopers, and 
in popular consumer magazines. 5403 Bower Avenue Cleveland. Ohio 
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How to show fish rods 
in limited floor space 
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This type of display suggests that cus- 
tomers practice casting. 


Here’s a fishing rod display which 
takes a limited floor space. 

The display was designed for 
their store by Bob and Don Warter 
of Warter Hardware in Tacoma. 

They cut two strips about 4 in. 
wide, from a sheet of corrugated 
plastic such as is used for patio 
roofing and overhang. These strips 
were attached to a light metal 
frame for mounting on top of a 
display island. 

The complete fixture holds rods 
tilted at a 45 degree angle so that 
they can be picked up by custom- 
ers. 

With the relatively high place- 
ment of these rods they are still 
out of the way of customers in 
other sections of the store. 

Adjustable shelving below the 
shelf on which rod butts rest is 
used for related item display. This 
display also features equipment for 
outboard motors. 

Perforated panel ends are also 
usable for showing other types of 
fishing gear to promote related 
sales. 


How do you handle the 
broken window problem? 


Most hardware stores. handle 
window glass in a wide range of 
sizes. 

Here’s what a New England 
dealer does to add extra profit to 
his window glass department: 

He, or one of his men, will re- 
move windows or doors needing 
glass, set the glass at his shop and 
return the unit to the customer. 

This service has attracted many 
new customers. The firm handles 
about 1000 glass-setting jobs in a 
year. 





v. me oe . 
PRS Se eee 
ooh oa 
‘ 
A : 
Se 
* 
- 4 
by 
Seige 
= 
te 8 Se 


oO M 


M-IN MODERATE DEMAND O-IN OCCASIONAL DEMAND 


YOU CAN make more money on fasteners if you stock up on the 
types and sizes in steady demand, and keep your inventory of 
‘“‘slow-movers” down. 


But which are the fast-selling fasteners? Now, Continental’s 
Basic STOCK PLAN tells you what they are, and makes it easy for 
you to select and stock them. 


Dealers everywhere who are using the Basic STOCK PLAN say it 
is just what they need to put more profit in fastener business. Find 
out how it can simplify your fastener buying, eliminate dead stock, 
and concentrate your inventory in the relatively few types and sizes 
that account for 90% of retail fastener sales. Write today to your 
Continental wholesaler for complete information. 


¢ So Rs Y i oy ie | i AL : HOLTITE PHILLIPS 
| AND SLOTTED HEAD 


SCREW COMPANY, NEW BEDFORD, MASS. WOOD + MACHINE * TAPPING 


HOLTITE FASTENERS TD uanegan AbD Seove cents « 


SEMS * NYLOK 


HY-PRO PHILLIPS 
HY-PRO TOOL COMPANY ... DIVISION INSERT BITS AND HOLDERS 


RESEARCH ENG. & MFG., INC. SUBSIDIARY 
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Fones Bros. celebrates 
100th year in hardware 


Fones Bros. Hardware Co., Lit- 
tle Rock, Ark., wholesaler, is cele- 
brating its 100th anniversary in 
the hardware kusiness this year. 

The celebration was started 
with special sections of the Little 
Rock newspapers. Fones Bros. will 
mark the anniversary by offering 
special merchandise features to 
dealers throughout its territory. 

The company is now a 150-em- 


{nue ory 


(_- xT 
Ga . 


ployee concern with a capital of 
over $114 million, handling more 
than 30,000 hardware items. Fones 
Bros. territory includes Arkansas, 
parts of northern Louisiana, and 
eastern Oklahoma. 

In 1859 Daniel Gilbert Fones, 
born in Rome, Georgia, had just 
arrived in Little Rock. He set up 
a small tin shop where he sold a 
few items of hardware. Soon busi- 
ness was good enough for Gilbert 
Fones to send to Rome, Ga. for his 
two brothers to join him. 





Hardware men know that in every product one quality 
brand stands out. In hose clamps that brand is 
AERO-SEAL — often copied, never matched. AERO-SEAL 
JET clamps have an exclusive patented quick-attach 

feature, plus the famous AERO-SEAL precision 
worm drive screw that tightens evenly all around, 

never shakes loose or snaps open. Bands and housings 
are of 302-18-8 stainless steel — won't corrode. 

There’s more profit and more customer satisfaction in 


AERO-SEAL — JET OR REGULAR AT THE SAME PRICE. 


Aew-Seal JET 


‘PrP ORAT 
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Quick-Attach Hose Clamps 


SK; 
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In 1870 Fones Bros. entered the 
wholesale business, but later 
dropped its retail store. It ac- 
quired other buildings in Little 
Rock until now it has warehouses 
with a total of 200,000 sq ft of 
floor space and 25 salesmen, and 
no longer does any retailing. 

Fones Bros. was incorporated in 
1888. D. G. Fones died in 1912, 
the last of three brothers. Suc- 
ceeding him was J. J. Mandle- 
baum, who served as president un- 
til 1917. He was followed by Ster- 
ling W. Tucker, who served nine 
years and was succeeded by his 
brother, Henry H. Tucker. Henry 
Tucker died in 1948 and was suc- 
ceeded by Col. Robert H. Baker, 
now president and treasurer. 

Col. Baker has seen the company 
grow 50 percent in size since he 
joined it in 1920. In these years, 
progress has’ greatly changed 
hardware lines. 

Fones Bros. has three major de- 
partments: hardware, furniture 
and major appliances. These de- 
partments are housed in a five- 
story building with 160,000 sq ft 
floor space and 40,000 sq ft in two 
other buildings. 

Officers and directors are: Col. 
Baker, president and treasurer; 
Sterling W. Tucker, lst vice-pres- 
ident and secretary; George W. 
Luker, vice-president and mer- 
chandising manager; William B. 
Gosnell, vice-president; John P. 
Hatley, vice-president; Lee Mar- 
tin, vice-president, and Melvin H. 
Thompson, vice - president and 
manager of the furniture depart- 
ment. 
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"Well, do you think maybe he'll like 
this one?" 





‘He eacy to sell!” 


~- that’s what dealers 
are saying about this 
household water filter 


Yes, the Aqua-Pure Water Filter is easy to sell be- 
cause every home needs one even if the water usually 
looks crystal-clear . . . and, at $28.50, every home- 
owner can afford one. Just talk Aqua-Pure benefits 
and you’ve made a sale: it filters out the micro- 
scopic dirt, rust, sand, and algae that often enter the 
“cleanest” system... 
makes washes 
cleaner, cleaning 
easier . . . eliminates 
most causes of stain- 
ing, cuts corrosion of 
kitchen and bath- 
room facilities... 
adds life to pipes and 
appliances, boosts ef- 
ficiency of water- 
treating devices 
already installed. 
For easy sales, 


“Zc a ee or profitable sales 
TViinnesora [fining ano ]fanuracrurine montane, 2° ee f ree the : 
oes WHERE RESEARCH IS THE KEY TO TOMORROW * ‘eo ae te : 
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WATER FILTER 


Pats. Pending 
SELLS FOR 


$2850 



































“WE'RE ON ‘EASY STREET’ NOW THAT WE'RE SUGGESTING 
“SCOTCH’ BRAND MASKING TAPE WITH EVERY PAINT SALE!" 





“SCOTCH” and the plaid design cre registered trademarks of 3M Co., St. Paul 6, Minn. 





Quick Delivery— CARTRIDGE 


Warehouse Stocks 


GOLD STRAND 


INSECT WIRE SCREENING 
Gold Strand Insect Wire Screening and other 


To help you cell... 


National advertising in these 
and other consumer maga- 
zines reaching millions of 


homeowners interested in 
cleaner water... plus. . . free 
sales aids you can effectively 





steel hardware products are available on a quick- 
delivery basis from ample stocks maintained in ) 
CFelI warehouses coast to coast. USS 1S YOUr Own promouen. 


Gold Strand Screening is supplied in galvanized TODAY ... SEND FOR 


aluminum or bronze cloth . . . in regular widths qip ... 
from 16” to 48” ... in full-length 100’ rolls... THE CUNO ENGINEERING CORP. 
in standard 18 x 14 mesh. MERIDEN, CONN. 


Complete information and service are available In Canada: Peacock a Mr 
through the CF«I warehouse or sales office a 0. Box 1040, Montreal 3, P.Q. 


nearest you. THE CUNO ENGINEERING CORP. 


GOLD STRAND (FI Ns Dept. HA6, Meriden, Conn. 


Send me complete information on AQUA-PURE 
INSECT WIRE SCREENING NAIE 
THE COLORADO FUEL AND IRON CORPORATION &* S&L COMPANY 
In the West: THE COLORADO FUEL AND IRON eee ee 








ST. & NO. 


Amarillo * Billings * Boise * Butte * Denver * El Paso * Farmington (N.M.) * Ft. Worth CITY ZONE 
Houston * Lincoln * Los Angeles * Oakland * Oklahoma City * Phoenix * ‘Tmeed 
Pueblo * Salt Lake City * San Francisco * San Leandro * Seattle * Spokane * Wichita STATE 
In the East: WICKWIRE SPENCER STEEL DIV'SION-—Atianta * Boston * Buffalo * Chicago 

Detroit * New Orleans * New York * Philadelphia 
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Self-Selling Stock! 


Clear plastic boxes have brilliant, easy-to-read labels 
..- Customers find what they want quickly... pick 
it out of the self-serve display instantly! 


Versatile Display! 


Revolving No. 40 Display shown uses minimum space 
on shelf, counter, or island . . . holds 5 boxes each of 40 
items .. . restocks quickly from top .. . “‘baskets’’ can ‘ " 
be h board instead if desired. ae ee” 

e hung on pegboard instea esir hy? L? PER BOX 


Big Boxes! ALL WOOD SCREWS ARE “‘SPEEDIZED” 


. . , On ” Every STOCK your SHOP wood screw is specially 
STOCK your SHOP boxes are 2” x 2” x 3” coated for easier driving in even the hardest woods . 


. —— e . . : . 
... hold generous quantities of high-quality an ELCO feature proved for industry, now available 
standard screws . . . give the customer most to all . . . eliminates soaping, broken screws, marred 
products . . . makes fine workmanship easier! 


for his money ... can be assembled in 
DraweRacks to make neat shop stock. 


Repeat Sales Assured! 


Once workshopper starts building stock, he comes back for 
more .. . friends make gifts . . . families make presents 
. . - Visitors admire and buy for themselves . . . experience 
proves this! Get started with this growing item . . . now! 





v4 
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ELCO TOOL & SCREW CORP., ROCKFORD, ILLINOIS 
Manufacturers of Quality Fasteners for Industry Since 1922 








C) So light a 2-foot The adjustable 
ladder canbelifted § o/°\7eo AP Way 
with one finger forms a regular 


stepladde:, can 
CL) Stronger than any be used on uneven 
other metal ladder, surfaces such as 
stairs, or tips 


pound for pound upward to make 
(_] Precision engineered “"  “*"°™*'°" 
O Fireproof, rustproof. 


corrosion and r 
shock resistant | 
(} Non-magnetic, he 
non-smudging, fla; 
Increase Sales... Reduce Selling Costs ee a 


, 


BETTER QUALITY 3 . eat 
, Vy Pa LUO UIL 
KNOBS, PULLS & HINGES I CROME OR BLACK @ BACK PLATES IN CHROME, BRASS OR COPPER 


New contemperary styles add charm, beauty and new life to natural finish MAG » & S| U M I A D D £ 4 4 
iia is. 


DISPLAY KIT DISPLAY BOARD 





PATENT PENDING 





woods or painted cabinets in kitchen, hall, family room. etc 
Extra features in design, utility, finish. material. and work manship 


Super tough zinc alloy—die cast—assures strength and durability | Outlast ... outperform other ladders. 


Full size comfortable grip—standard size screws—perfect threads. ‘ . 
Write for full information, catalog and prices 
on complete line and other household products. 


BETTER PRICE 
Retail Price Provides 30% Saving to Consumer : 
MADE IN U.S.A. WRITE FOR CATALOG AND PRICE LIST i HITE METAL ROLLING « STAMPING CORP. 
ae | ( ' 443 Fourth Avenue, New York 16, N. Y. 
te "= PLANTS: Warsaw, Ind. and Brooklyn, N. Y. 


YODER MANUFACTURING COMPANY | SEOWorld's Largest Producers of Magnesium Products 





$1823 €. tFeh STREET @ LETTLE ROCK, ARKANSAS 
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Two sales awards £0 to 


Cotter & Co. for 1958 efforts 


Cotter & Co., dealer - owned 
wholesaler at Chicago, recently 
received two sales awards for 1958 

The wholesaler received a Cen- 
tury Club membership and plaque 
from Ekco Products Co., Chicago, 


for purchasing more than $100,- 
000 in merchandise for one year. 

Cotter & Co. was awarded a 
similar plaque and membership in 
the $100,000 Club by Rubbermaid 
Inc., Wooster, Ohio. @ End 


The Rubbermaid award, from left: C. A. Baldwin, Ted Smith, R. W. Marchand, 
of Rubbermaid; Ed Lanctot, Cotter's merchandise manager; John Cotter, 
president of the wholesale firm; and Dean Arnold, housewares buyer. 





The Ekco award, trom left: Don Long, vice-president of Ecko-Flint Div..; 


Charles 


’ mt 


Winterburg, Chicago district sales manager of Ekco-Flint. 


™~ 
#e 
Ag . 





Ed 
Lanctot, John Cotter, and Dean Arnold; Ed Kelly, Ecko-Flint salesman; and 









PP GC 


“WwooD PECKER * 





y THE “eoaea 
¢ ight Sell LINE 


Stop... Look il BUY! 


| No. 423 





} PROVINCIAL 
ROOSTER CIGARETTE DISPENSER 


Mist-finish fruitwood with hand-paint- 
| ed rooster design. 


| 
| 
| 
| 


| 





le Lae Oe -—hSti‘( as 


| 
No. 102 

| REGENCY 

| SALT & PEPPER SET 








with 
Hand-painted initials for 
salt and pepper. 


Fruitwood shaker set chrome 


metal tops. 


———  —- 


| 


No. 129 COLONIAL | 
PEPPERMILL SET 













Mist-finish fruit- @ 
wood, 6" tall. Pro- 
vincial design with 
chrome ball tops 
and base. 















Canadian Distributors: DiWalt Sales, Ltd 
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for 
over 
75 years 


.. McGILL 


and RAT TRAPS 




















© PREFERRED 
ND 


| BRA 
the McGill P2Y2KG 
Over 75 years of customer preference 
attractively packed in this convenient, 
self-service 2-PAC. Eye-appealing, buy- 
appealing, pre-priced two for fifteen cents, 
and transparent package are proven traffic 


stopper features. Easy dependable, four-way 
trigger action build customer satisfaction. 























ALSTEEL 2-PAC 


This attractive, nickel- 
plated Alsteel 2-PAC 
sells itself. Easy and safe 
to set, sanitary ejection 
plus fast, dependable 
action features trap 
more sales. 


GEM TICKET PUNCHES 


A quality pressed steel 
nickel-plated punch with 
knurled handles at a 
popular low price. Avail- 
able with six assorted 
dies and three round 
dies, Pre-priced card 
attached. 


vache 









METAL PRODUCTS 
COMPANY 
ILLINOIS 


MARENGO ° 
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Can you use this idea 





to sell more paint? 






How do you answer a customer’s question about 


how a paint will look on a certain type of 


surface? Check this article for an answer 





Jensen's Hardware paint wall is 30 ft long, topped with sample panels 
that clinch sales. 


One good sample of what a 
product does is often better than 
a half-hour sales talk, according 
to Jensen’s Hardware, Denver, 
Colo. 

In a recent remodeling of Jen- 
sen’s paint department, owner 
John Eckhardt decided to add 
showing to telling as part of a 
campaign to boost paint sales. 
Mr. Eckhardt knew that wood 
paneling of playrooms and _ up- 
stairs rooms, for new homes and 
old, had become the vogue in 
Denver. 

Many types of paneling have 
achieved great popularity: ply- 
wood, plain wood, wall board, and 
plastic finished materials. And 


there are many finishes in de- 
mand: flat paint, enamel, natural, 
varnish, stains, and shellac. 

Mr. Eckhardt mounted 19 as- 
sorted panels measuring 20 x 10 
in. above his paint shelving. Each 
is finished in a different color or 
different kind of paint. When a 
customer asks: “How will blue 
enamel look on ripp!e-textured ply- 
wood?” Mr. Eckhardt points up 
and shows him. 

This is the best kind of sales 
clincher. It answers most of the 
customer’s questions quickly. 

Jensen’s 19 sample blocks cover 
representative samples of the most 
popular flat and gloss finishes, and 
specialized coverings. Samples are 


repainted often, using a new range 
of colors and special finishes. The 
19 panels show various textures 
of paneling from knotty pine to 
sand-blasted plywood. 

€ome panels are spray finished, 
others hand painted, to show the 
variations of application. The pan- 
els make distinctive trim to bright- 
en the paint section’s appearance, 
besides being long on practical 
value. 

Jensen’s paint sales are made 
almost exclusively to home owners. 

“This customer is the best cus- 
tomer for tie-in sales in the paint 
department,” Mr. Eckhardt said. 

“Last year we counted 30 per- 
cent of total paint volume in 
related lines such as _ rollers, 
brushes, ladders, spray guns, etc.” 

Big paint volume at Jensen’s is 
the result of such things as the 
extra trouble of painting those 19 





panels, and a custom-color mixing | 
service that “gives us a stock of | 


some 1300 colors,” Mr. Eckhardt 
said. 

“A good display setup with in- 
ventory control, a good color sys- 
tem, and product knowledge, have 
given us an outstanding paint de- 
partment,” Mr. Ekhardt said. “As 
far as I’m concerned, the paint de- 
partment can’t go in any direction 
but up!” @hnd 





Two easy-to-use ideas 
will sell more clocks 

Here are two easy-to-use things 
which helped a_ southern firm 
boost its volume in spring-wound 
and electric alarms: 


(1) Mount one 
of clock stocked on a perforated 
panel near store entrance. 


(2) Paint a bright 
frame around each clock section 
on the board. Change colors from 
time to time. 








of each model | 


square | 


With each clock show a price | 
ticket and the colors in which it | 


is offered. 

When customers want to remove 
ciocks from the display let them 
do so even if you have others of 
the same model and color in your 
stockroom. Be sure to replace that 
clock promptly to keep the display 
in good condition. 





SAVAGE HAS IT...ALL DOWN THE LINE IN ’59! 





Savage 99 is the 


high-power rifle with 
high-power sales 


appeal! 


The streamlined 99 is one of the world’s great sporting 
arms. Experienced hunters depend on its fast, sturdy 
five in unique rotary 
magazine; one in the chamber. Handles today’s powerful 
new cartridges, .308, .358 and .243 Winchester, as well as 
300, .250-3000 Savage. If you sell high-power rifles, the 
Savage 99 belongs in your display rack. Write us on your 
letterhead, mentioning your jobber, and we'll send you 
a free set of handsome game prints suitable for framing. 
Savage Arms Corporation, Sporting Arms Division, 


lever action. Fires six quick shots - 


Chicopee Falls 223, Mass. 


Retail. °113.65 


Model 99-EG illustrated. (Featherweight 
99F, $119.75% Scope model, 99R, $116.75.) 


MODEL 99 








- 


oavage 





ae 
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/ke easy fo self 
NATIONAL 


PRODUCTS 
Fede they're conveniently 


packaged, easy to install, are made 
of the finest materials, and are priced 
for fast turnover. Place a sample 
order today and you'll soon learn 
they’re real money-makers. 


VINYL-INSERT THRESH 
OLDS—No exposed 

~ screws, no hook strips. 
3 widths (1%", 31/2", 4") 
—any length. 


TWO-IN-ONE WEATHER- 
STRIP—A doorstop-weath- 
erstrip combination for 
windows or doors. Comes 
in 7’ lengths. 


PACKAGED WEATHER- 
STRIP—Bronze and alumi- 
oum—in standard sizes or 
17’ and 100’ rolls. 


. - 
- 


INTERLOCK THRESHOLDS, 
SILLS, SADDLES—Wide 
range of designs—all pre- 
cut ready for installation 





SEALER-STRIP—Metal and 
felt weatherstripping. 17° 
of material in each box. 


LINOLEUM BINDING AND 
EDGING—Brass, aluminum 
or stainless steel—-in clear 
plastic packages (12’), or 
75° lengths. 


a 


‘*CASE-TITE’’ SNAP-ON 
WEATHERSTRIP—For metal 
casements. No nails or 


6’ lengths {bulk) or in cut 
sets. 


METAL AND FELT DOOR 
SWEEPS—Choice of 
materials—3 metals, 
2 colors, 2 felts. 


ORDER FROM YOUR JOBBER TODAY 
OR WRITE FOR CATALOG 


NATIONAL METAL 
PRODUCTS COMPANY 


National Metal Products Co. 
2 Gateway Center, Pittsburgh 22, Pa. 
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screws needed. Comes in | 





Fire arms displays 
attract window traffie 


Firearms are traffic magic. 

Borrow them for window, store displays. 
Take temporary insurance to cover theft. 
Post names of collectors who loan guns. 


Promote display in ads or mailers. 


Fire arms make up window display for this hardware dealer, in participating 
in his city’s Old Fashioned Bargain Days promotion. 


The next time you plan a hunting season display you can include old 
time arms in your window to attract attention and build store traffic. 

These arms can be old Army issue, hunting arms, private property or 
guns from city-owned collections. They could include great-grandfather’s 
musket. 

Wherever you borrow them they will attract much comment and will 
cause many a hunting fan to visit your store to tell you about the old 
guns he has seen elsewhere. 

Here’s one of four display windows used by Swank Hardware Co. in its 
Johnstown, Pa., retail division. Used for three days during that city’s Old 
Fashioned Bargain Days, this display showed the gun collection of Dr. 
H. T. Kahl, local surgeon. 

"“hese guns are part of a collection of 400 items, and were shown in 
groups according to the years they were used. 

When Swank’s again use a gun collection as the basis for a display 
fewer items will be used. @ End 












Converted garage gives ys? 
*“STRIP-FLUSH paint, 

x2 Dee: Ba and jacquer remover 
has everything—speed, power, 
safety. NON-INFLAMMABLE, too!”’ 






inside-outside display 








STRIP-FLUSH 


all-purpose varnish 
and lacquer remover 

























Doors up, it's an outside display. 
Doors down, it's part of store interior. 


Marshall’s Hardware, Drexel 
Hill, Pa., has a convertible show- 
room. On cold days, it’s an inside 
showroom. When warm days ar- 
rive, the doors are opened to street 
traffic. 

Overhead garage doors make the 
inside-outside conversion a job that 
takes only seconds to complete. The 
showroom contains mostly lawn and 
garden lines, and it is adjacent to 
the main display area at Marshall’s. 


D MERT & DOUGHERTY STRIP FLUSH REMOVER 


Although the lawn and garden 
display room is housed in a former 
garage wing of the building, the 
basic idea of using overhead doors 
for fast convertibility can be used 
anywhere. 


Washes Right Off 
..- Can Be Used 
With Or Without 

Water-Rinse D & D's STRIP-FLUSH @s the highest quality remover 
yet! Heavy-bodied and non-inflammable, it will remove 


any finish with or without water-wash. Stays wet and 


Instead of using a door and win- active longer. Its heavy body makes it useful for 
dow as the front of a conventional upright or overhead surfaces. STRIP-FLUSH is the 
wing or other store improvement, easiest way to get a clean, bare surface 
hang pull-up overhead doors. These on a piece that is to be refinished. Non-harmful to 

te oe doors should have some glass panels almost every material except paint. Safe for plaster, 
to let in light when they’re closed. metal surfaces, wood, glass or brush bristles 

You will probably find that over- | A real good repeat item! 

= head doors cost the same or less | 





than a traditional shingled or ma- 
sonry front with a door and a win- 
dow. 


NOTICE: A few Territories available for 
' Manufacturer's Representatives and Jobbers. 
When the doors are swung open Please write for FREE SAMPLE and 

you have a large walk-in area that information concerning our entire line. Address 


builds traffic. Passersby can view DD DeMERT & DOUGHERTY, INC.., 
the entire interior. And it’s snap 5000 W. 41st St., Chicago 50, Illinois. 


to move sample outside for side- 
walk display. 


eecececoeeeoeooud 





—.. EVERYTHING WE SELL IS 100% GUARANTEED..__ 
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Why I specify .-O-F Window Glass... 


won't accept anything else! 





by Edward Saferin, Owner, 
Fulton Plaza Hardware, Cleveland, Ohio 









“When I find the right product, [ stick with score. That saves waste, protects my profit.” 


it. P’ve been sticking with L-O-F Window Edward Saferin has his glass storage and cut- 
Glass for 19 years. ting bin in plain sight on his selling floor. 

“The reasons are simple. It cuts so well. “It’s handy and draws business. No sense 
It’s less brittle. There are no hard spots that hiding a good profit maker in a back room,” 


cause a cutter to skip. It snaps clean at the he says. 





Get ready now for Fall fix-up sales! 












Check your stock now...and when you reorder, specify L:O-F. 
Window glass sales are steady enough all year ’round to justify dis- 
playing it on your main floor. 
















FREE BOOKLET 


Has plans for building several 
other display storage racks. 
Lists L-O-F quality window 
glass sales aids to help you get 
more business. Order booklet, 
“For Greater Profits’, from 
your L-O-F Glass Distributor 
(listed under “Glass” in the 
Yellow Pages) or write to 
Libbey ‘Owens ‘Ford Glass Co., 
608 Madison Ave., Toledo 3, O. 











LIBBEY-OWENS-FORD WINDOW GLASS 


The glass that cuts easier, snaps clean 


TOLEDO 3, OHIO 





Want more facts? Circle 157 p. 71 
HARDWARE ACE, June 18, 1959 © 95 


ELECTRIC 
GENERATING 
PLANTS 





GASOLINE 
ENGINES 





ELECTRIC 
PORTABLE 





made by PIONEER GEN-E-MOTOR CORPORATION 
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5841 West Dickens Ave., 





Convention Calendar 





conventions 


shows 


conferences 








Gift Show N. Y. 


Syracuse 


Display Room Opening 
a 

Janney, Semple, Hil 
12 and Gift Show, Minneapolis 


antic City 
American Hardware Supply Co. 
Gift Show Pittsburgh 
National Retail 
Congress, Los Angeles 
Geo. Worthington Co. Toy and 
Gift Show, Cleveland 
Our Own Hardware Co., Sum- 
mer Convention and Stockholders’ 
Meeting, Minneapolis 

26 to Moore-Handley 


Aug.! Inc., Fall 
Nashville 


Co. 
Mart 


Hardware 
Merchandise 


August 
2- 5 Combined Wholesaie Hardware 
Exhibition, Dinkins-Davidson Hard- 
ware Co., King Hardware Co.., 
Sharp-Horsey Hardware Co.; At- 
lanta 
Liberty Distributors Summer Buy- 
ing Meeting, Chicago 
Associated Fishing Tackle Mfrs. 
Trade Show, Chicago 
Moore-Handley Hardware Co.., 


Inc., Fall Merchandise Mart, Mo- 
bile 





Convention Check List 


complete details about the conventions and shows listed below, see 
alphabetical listing starting on p. 112, June 4 issue. The next 
complete listing will be in the July 2 issue. 


W. Bingham Co. Annual Toy and 


Albany Hardware & Iron Co. Toy 
Albany, 


& Co. Toy 


National Housewares Exhibit, At- 


Hardware Assn. September 


October 


For complete details about conventions and shows listed above see the June 4 
issue of Hardware Age. 





9-12 Moore-Handley Hardware Co., 

Inc., Fall Merchandise Mart, Bir- 

mingham 

Long-Lewis Hardware Co., Whole- 

sale Trade Days, Birmingham 

10-15 Wimberly & Thomas Hardware 
Co., Inc., Wholesale Trade Days, 
Birmingham 


10-15 


16-19 Co., 


Bir- 


Moore-Handley Hardware 
Inc., Fall Merchandise Mart, 
mingham 

31 to Walter H. Allen Co 
Sept. 1! ers’ Meeting and 
Show, Dallas 


Stockhold- 
Merchandise 


6- 9 Beck 
Fall 

13-15 Midwest 
wares Show 

16-17 |ndustria! Distributors 
Washington, D. C. 

27-30 Nationa! Builders’ Hardware Con- 
vention, New Orleans 


28 to National Hardware 
Oct. 2 York 


& Gregg 


Merchandise 


Co., 


Atlanta 


& House- 


riardwore 
Show 

Hardware 

Chicage 


Forum 


4. 7 American Hardware Manufac- 
turers’ Assn.—Nationa!l Whole- 
sale Hardware Assn.—National 
Assn. of Sheet Meta! Distributors 
National Convention Atlantic 
City 
Mid-America Lawn 
Outdoor Living T 
cago 


Garden & 
Trade Show, Chi- 


Con- 
Show, 


Hardware Wholesalers. Inc. 
vention and Merchandise 
Fort Wayne 











Liberty Group offers 
extra promotion item 


An extra item of summer mer- 
chandise to pull store traffic is be- 
ing offered dealers served by whole- 
salers in the Liberty Distributors 
grou,. This is a plastic ice chest 
to retail for $3.88. 

Liberty Distributors select an 
“Item of the Month” with display 
kit for dealer promotions. The ice 
chest is a supplemental item and 
does not include a kit of promotion- 
al materials. 

The ice chest is 16 x 12 x 12 in. 
It weighs 2 lb. The handle is 


Ice chest promotional item of Liberty 
Distributors. 


aluminum. Colors are red and blue 
spatter pattern molded into a white 
background. 











Summertime with 


MORE MILK TO CHURN 


\ TS 
SE 


eci 


oY 


Les 
ee 


More Gem Dandy Churns sold than all other electric churns 
combined. 

The last word in appearance, performance, sanitation and 
ease of operation. 

The demand is here now. Most all farms in the United States 
now have electricity. 

Gem Dandy Electric Butter Churns have been advertised in 
most all trade and farm magazines since 1937. They are 
known by all farmers. 


MORE NET PROFIT TO YOU 


Send for Distributor price list and get your order in right away. 


DeLuxe-Redmond Special (without Jar)... 
Standard-Redmond Special (without Jar). . 
5-Gal. Duraglas Jar in separate carton. .. 
3-Gal. Duraglas Jar in separate carton... 
Model 4 Qt. DeLuxe Jr. (including Jar)... 


Send your order in today. 


ALABAMA MANUFACTURING CO., DEPT. HA — Birmingham, Alabama 


Farmers have more money than ever before. 
Stock up on NEW Gem Dandy Electric Butter 
Churns NOW! 

They make you more money than other hard- 
ware items. 


Give them an opportunity to buy. 


$18.63 (Suggested retail $27.95) 
$16.77 (Suggested retail $23.95) 
.$ 3.72 (Suggested retail $ 5.95) 
.$ 3.21 (Suggested retail $ 4.95) 
$14.63 (Suggested retail $21.95) 
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SELLWE wee 


THE SNOW WHITE PLASTIC IN A TUBE NES 
Nes 


TUB and TILE} 
CAULK 


PROVE Ay OB Muon 


TIMES - 
FREE SAMPLE—Jobber inquiries invited 


DE WITT PRODUCTS CO. 
58 +8 PLUMER ST. * DETROIT 9, MICH. 
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STICKLEBACK SELLS—SELF SERVICE—STICKLEBACK SELLS 


ye ICKBACK AN [EXCLUSIVE | 


FOR THE 
98° TABLE 


E 
STICKLEBABY 





7 








icarded| 


Ask Your Jobber. Or Write 





TEC IMPORTS 
15001-03 Califa 
Van Nuys, California 


DDD STICKLEBACK SELLS—SELF SERVICE—STICKLEBAC® SELLS 


STICKLEBACK SELLS—SELF SERVICE—-STICKLEBACK SELLS 
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PROVEN in SALES! PROVEN in USE! 
Compare! Compare! Compare! 


m-STRAIT—LINES 


self-chalking CHALK LINE BOX 
=m plumb be bob __ 


4 # 125-50 
4 25 list with 


50 foot line. 


#125-100 with 
100 ft. line $1.50 list. 


RUGGED! SIMPLE! DURABLE! 
Strait-Line Boxes are precision molded of light- 
weight aluminum alloy. They are long lasting, 
leak-proof, non-fouling and GUARANTEED 


against all defects. 
‘ NEW STRAIT-LINE NO. 66 
ADJUSTABLE TRY-SQUARE: 


A time saving, durable tool for 
carpenters, sheetmetal workers, 
builders and home shops. Long 
lasting, thoroughly guaranteed. 


“LOCKS AT List $4.80 each. 


ANY ANGLE 


STRAIT-LINE PRODUCTS, INC. 
P.O. Box 577, Costa Mesa, Calif. 
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How’s the Hardware Business? 





Hardware store sales jump to record high in 
April: Bring yearly total near record level 


April retail hardware store sales 
stand head and shoulders above 
sales for any other April on record. 

Hardware store sales for April 
were $245 million, reports the 
Commerce Dept. That’s $21 mil- 
lion or 9.4 per cent more than sales 
for April last year, and $16 mil- 
lion or 7 per cent above the pre- 
vious April high of $229 million, 
recorded in 1952. 

Totals for the first four months 
this year were $779 million. That’s 
$51 million or 7 per cent more than 
totals for the same period last year. 
Sales for the first four months this 
year were less than one percentage 
point lower than the totals for the 
same period in 1957, the highest 
four month total recorded to date. 

Here are the Commerce Dept. un- 
adjusted estimates of retail hard- 


ware store sales for the last three 
years: 


(Millions of dollars) 


1959 1958 
January $174 $172 
February 167 154 
March 193 178 
April 245 224 





Iour-month 

total $779 $728 
May re 5 253 
June mia 238 248 
July era 22 238 
August —_" 22: 234 
September ae 225 
October me : 240 
November nate 2% 229 
December et 2 283 





Total $2,653 $2,736 





Steel output high as 
strike becomes likely 


Steel production in the week of 
May 29 rose to the second highest 
level on record. Iron Age reports 
that 2.650 million tons were pro- 
duced that week, second only to the 
week of April 13 this year. 

High production figures reflect 
demands for steel delivery before 
labor contracts expire June 30. Pos- 
sibilities of a steel strike, despite 
meetings of management and union 
officials, are considered more likely 
than ever. 


Sears May sales up 7% 
for new monthly record 


Sales for Sears, Roebuck & Co. 
during May totaled $364.9 million. 
The company reports the total was 
7.6 percent higher than sales dur- 
ing May last year. May last year 
had one less selling day. 

Sales for the first four months 
of 1959 were also at a record high. 
Sales for the period were $1.24 
billion, 11.1 percent higher than 
for the same period in 1958. 
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Hardware wholesalers’ 
sales up 19% in April 

Hardware wholesalers’ sales in 
April were $213 million, up 19 per- 
cent over April last year, reports 
the Dept. of Commerce. 

For the first four months this 
year, wholesalers’ sales increased 
13 percent above the same period 
last year. 

Wholesalers’ inventories at the 
end of April were 7 percent greater 
than at the end of April last year, 
up 1 percent from the end of March 
this year. 


Consumer price index 
increases .2% in April 

Consumer prices rose .2 percent 
during April, reports the Depart- 
ment of Labor. 

Commodity prices were un- 
changed. Prices were higher for 
transportation, medical care, recre- 
ation and personal care, due to in- 
creases in service rates. 

Continuing higher prices are 
seen stemming from increased state 
and local excise taxes. 


Joint stock ownership: here's what it means 
in tax savings, in the future of your business 


Dealers whose stock in their 
stores is held in the name of both 
husband and wife will be inter- 
ested in this report of some of the 
advantages and disadvantages of 
joint stock ownership. 

Stock held in the name of hus- 
band and wife is usually held with 
rights of survivorship. When one 
of the joint owners dies, ownership 
passes automatically by law to the 
survivor. 

Here’s what happens in the 
areas of state and Federal taxes, 
protection from creditors, and con- 
trol of the store. The report is 
from the Provident Tradesmens 
Bank and Trust Co., Philadelphia. 


Advantages 


@ Protection from creditors. As 
long as the wife is alive, the hus- 
band’s creditors cannot reach the 
shares. If the husband dies first 
the shares pass to the wife free of 
creditors’ claims, providing the 
registration creates a “tenancy by 


’ 


the entireties,” and the transfer 
cannot be set aside as, “in fraud 
of creditors.” The creditors can 
reach the stock only if the obliga- 
tion is a joint one of both husband 
and wife, or if the husband sur- 
vives and becomes sole owner. If 
protection from creditors is the 
main purpose of joint ownership, 
consult your attorney. 


@ Possible state tax savings. In 
some states property inherited by 
right of survivorship passes free 
of a state death tax. Check with 
your attorney or the revenue bu- 
reau in your state. 


@ Reduced administration costs. 
The property does not pass through 
the estate of the first to die, so 
some administration expense is 
saved. 


Disadvantages 


@ Necessity of joint action. 
(Continued on page 104) 
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scores go up! 





GUN CLEANING BRS 
ESSENTIALS —_ 


Outsell all othors! 


Display them prominently 


HOPPE’S products walk off with 
the top scores in both sales and 
profits in every state in the 
nation! Long-established user 
acceptance and trust . 
consistent national 
...Keeps HOPPE the BIG name 
in gun cleaning. Display HOPPE 
products “up top” and “out 
watch your sales 


2314-A N. 8th St., Phila. 33, Pa. = 
ASK YOUR JOBBER 


| FOR HOPPE’S 


the BIG name 
in Gun Cleaning 





cs 
, 'HOPPE’S | 


LUBRICATING 
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. . plus 
advertising 
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Se// Fast, Use 
Little Space 


Display as a family of 
gadgets in one place on 
peg boards or counter 
bins for fastest self-ser- 
vice sales. Serving Tongs 
in many sizes, styles. 
Cheese Slicers. Jar 
Wrenches. Deluxe Chrom- 
ium Roast Rack. Skewers 
in all sizes. Lacing Pins. 
Plate Hangers. Potato 


Food Mixers. Beaters. 
Many other gadgets. 
More than 50 
Kenberry GADGETS 
Ask your jobber 

or write for list 





Bake Rack. Broom Clips. - 


Kenberry GADGETS __ 








ws, 
Fico 
os 
~ 
& 


~ ~ . 
~ ~ 
~~ 


~ GOURMET ROTARY KNIFE 


JOHN CLARK BROWN 'x¢ 


ONE MONTGOMERY ST 


BELLEVILLE 9, NV. ) on 
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COIL WIRE 


by Ale 


BULL DOG coi wire 


E. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, 
Want more facts? Circle 165 p. 71 









GALVANIZED 
COPPER 
BRASS 
BLACK 





BETTER HOUSEHOLD 
HAROWARE SINCE 1872 





MASS. 


New Revol (Onary..LxCLusive 


Genuine 


Oy Na BY AN A 


olamelMlolliny 





TRAY TABLE SETS 


with 


SPACE SAVER 


The most exciting improvement 
in the history of 

tray table set design! 
New “‘straight-up” styling 

... only 72" deep! 
Handsomely designed...a 
decorative storage unit 
everywhere! 


a“ ~~ 





/ gay wN 


“~ 
































































KING-SIZE 
Space-Saver ROLL-A-RACKT 
has rubber wheels for 
mobile convenience 


QUEEN-SIZE 


is lighter, easier 
to handle than ever 


Only Cal-Dak offers your customers this 
smart, convenient new storage feature...in 
beautiful tray table sets with fiber glass as 
well as metal tray tops! See the complete 
selection of patterns for every home...with 
Black Modern, Venetian Bronze and Floren- 
tine Brass-plated frames. 

+Patent Applied For 


FULL-COLOR CATALOG PAGES 


EDD 1: 11-Seving Quality Housewares 
3-58 


FOUR FACTORIES: 
Lancaster, Pa. ¢ Chicago, Ill. © Little Rock, Ark. ¢ Colton, Calif. 












Space Saver Storage Rackt 
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JEFFERSON 


Stocks the World's 
Largest Supply of 


SOCKET SCREW 
PRODUCTS 





























Immediate Shipment! 
DISTRIBUTOR’S DISCOUNT 
Without Minimum 
Stock Requirement! 


N Lo 























SOCKET HEAD 
CAP SCREWS 
(ALLOY AND 

STAINLESS STEEL) 























2 


SOCKET SET SCREWS 
{ALLOY AND 
STAINLESS STEEL) 





HEXAGON KEYS 
AND KITS 



































(= 


SHOULDER SCREWS 







































pen a 
. a 3 
SOCKET 
FLAT HEAD tom 
_ SOCKET CAP SCREWS 














BUTTON HEAD 
SOCKET CAP 
SCREWS 















Write for 
64-page Catalog today. 
Try us on your next rush order! 


JEFFERSON 


SCREW CORPORATION 
691 BROADWAY * NEW YORK 172, N.Y. 
$Pring 7-8400 
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MI workshop promotion 
includes 1000 dealers 


About 1000 hardware dealers 
across the country will participate 
in the Mechanix Illustrated Home 
Workshcep Promotion starting in 
mid-October. 

The promotion is aimed at co- 
crdinating national and local sell- 
metheds and furthering co- 
operation between dealers and man- 
ufacturers to produce higher sales 
and more loyal customers. 

Mechanix Illustrated will supply 
each participating store with a 
workbench at no charge. For four 
weeks dealers will display twenty 
tie-in products. The magazine will 
also supply a kit of in-store display 
material such as posters, banners, 
streamers, and newspaper ad mats. 

The workbench becomes the 
property of the dealer at the end 
of the four week program. Also, as 
a follow-up to the promotion, deal- 
ers will be offered suggestions for 
their own year-round promotions. 


ing 


The November issue of MI, ap- 
pearing Oct. 20, will list all partici- 
pating dealers, and tie-in with the 
Home Workbench Promotion. 

The following wholesalers are 
working with MI on the promotion: 
Supplee-Biddle-Steltz, Philadel- 
phia; Masback Hardware, New 
York; W. Bingham Co., Cleveland; 
Beck & Gregg Hardware, Atlanta; 
Thomson-Diggs Co., Sacramento; 
Decatur & Hopkins, Boston; Far- 
well, Ozmun, Kirk & Co., St. Paul; 
and W. A. L. Thompson Hardware 
Co., Topeka. 


Construction in May at 
record level for month 
New construction in May reached 
a record level of $4.6 billion of 
work put in place. The total was 
15 percent above May last year, 


report the Departments of Com- 
merce and Labor. 
Private construction totaled 


$3.16 billion for the month, up 8 
percent from May a year ago. Pub- 
lic construction totaled $1.43  bil- 
lion, up 14 percent from May a 
year ago. 

Construction totals for the first 
five months this year were $19.7 
billion, up 13 percent from the 
Same period last year. 














Stock the one 
all purpose 
water seal 





Proved by home owners 
— contractors 
widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 


Wood «+ Tile « Stucco « Masonry 
Concrete + Shingles + Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains + Retards dampness 
in basements « Lasts five years 


OUTDOOR USES 


Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 
furniture, pads, planter boxes, boots, 
shoes, any porous material 


Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 


Excellent concrete curing and sealing 
agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 

son distributor. Ask about free perma- 
nent display fixture to speed up sales, 
ave inventory. 


Write for complete information and name of 


distributor nearest you. 4996 


J 
MANUFACTURERS OF FINE PROTECTIVE 
CHEMICALS SINCE 1929 


E. A. Thompson Co., Inc., Merchandise Mart, 
San Francisco 3, California 





San Francisco * Los Angeles * San Diego °* 
Portland * Chicago * Seattle * Denver * Dallas 
Houston ¢ St. Louis * St. Paul ¢ Detroit ° 
Philadelphia © New York City © Memphis °¢ 
Cleveland $ Factory: King City, California 
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Promotions 


Manufacturers’ New 
Merchandising Plans 








GE clock wholesalers 
handle obsolete models 


An agency plan for wholesalers 
has been announced by General 
Electric’s clock department, 
sridgeport, Conn. 

The plan follows the Clean 
Sweep program, in which dealers 
were offered deals on the purchase 
of new clocks for old (See HA Feb. 
12, p. 212). 

Interested wholesalers sign con- 
tracts to act in behalf of GE as 
selling agents for the obsolete 
clocks returned to the factory dur- 
ing the Clean Sweep program. The 
clocks will be offered by whole- 
salers strictly for premiun* use and 
not for resale. The program is 
effective now. 


Sand Shark abrasives 
get spot TV promotion 

Sand Shark permanent abra- 
sives, made by Hardware Products 
Co., New York, are currently be- 
ing promoted on TV. 

A series of one-minute spot an- 
nouncements will be heard 
“Martin Kane, Private 
through Sept. 3. 

Window strips featuring 
abrasives and the TV show 
available to dealers. 


on 
Eve” 


the 
are 


Sargent & Co. offers 


dealer “Profit Plan” 

Sargent & Co., New Haven 
Conn., has announced a “Sales- 
tested Profit Plan” to help dealers 
sell residential hardware. 

To help sell the development 
home builder, Sargent is offering a 
“Lucky Key Contest.’”’ The promo- 
tion package is designed to create 
traffic in model houses by providing 
a consumer contest with local 
awards and a grand national prize. 

A program designed to help es- 
tablish dealers as remodeling cen- 
also included in the kit. 
Merchandising material is geared 


ters 1S 











Ten Dealer-Tested 
Anchor Brand 
Profit--Makers 


Wf Check your stock on all 10 now. 





























|_| No. 437 snap, 

%"’ swivel eye 
THE SNAP OF 100 USES — on 
chains, rope, leather, webbing. 


|_| No. 225 snap, 


sizes 42’ through 1” swivel eye 
A SNAP FOR WORK, SPORT, 
— useful for farm and home, 


on sporting gear. 





|] Display Box No. 1 


“SILENT SALESMAN” holds six 
dozen snaps in assortment of 
four kinds, sizes. 

















| 


i 





5. 




















|_|] No. 30 Display Box 


PACKAGED FOR PROFIT: Col- 
orful counter merchandiser 
holds selection of 44 rivet, pivot 
links in three sizes. 





|_| No. 2530 Pivot Link | | No. 2531 Rivet Link 
CHAIN REPAIR LINKS make quick work of repair jobs. 


Sizes 3(,"° through %”. 


























|_| No. 3300 Wire Rope 
Clip iron base, steel 
u-bolt. Suited for any weather. 














| | No. 421 Oarlock, 


standard regular socket — a 
steady boating season seller. 


New York ¢ Boston -°* 


Philadelphia »« 


__] No. 0174 Pulley 


galvanized gray iron. One of 
many styles and sizes. Pro- 
tected against corrosion. 


|_| No. 4015 Line Cleat 


furnished in galvanized gray 
iron. Others in iron or bronze. 
For indoor or outdoor uses. 


You'll rate high with your customers when you 
meet their needs with North & Judd Anchor 
Brand products. All are quality made, quality 
finished. Packaged to appeal, priced to sell. 


If your quick check shows you there are gaps 
in your stock, get in touch with your hard- 
ware jobber. Let him help you fill in your line 
of North & Judd Anchor Brand and Wilcox- 


Crittenden hardware. 


a 





NORTH|JUDD 
Manufacturing Company 


New Britoin 


Atlanta ° 


Jackson (Miss.) °* 


Connecticut 


Buffalo « Detroit 


Chicago * Minneapolis ¢« St.Louis ¢ Dallas * Los Angeles * Sanfrancisco « Seattie * Montreal 
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SEND FOR CATALOG, 
DISPLAY INFORMATION && 
AND JOBBER’S NAME 

















CITY/STATE _ | 
ee nd 


BIG 
IMPULSE 
VISE 
SELLER 











Free vise display hangs on peg 
board tool wall or stands on 
counter. Sells Simplex vises on 
sight for high profit. 


Simplex vises really move when 
they're shown on this eye-catch- 
ing merchandiser. Unit given 
free with order of 5 Simplex 
utility vises (V-5 Deal). Sell the 


Manufacturers Promotions 





(Continued) 


to a full line of products and strong 
dealer identification. 

Highlighting the dealer display 
program is the new No. 301 mer- 
chandising center. This 6 ft display 
lists for $75.90 and includes a panel 
of trim. It can be used in multiples, 
as a free-standing unit or against 
a wall. It displays designs and op- 
‘erating units, provides _ unob- 
structed vision when placed in a 
'showroom. 

Also available the No. 
lighted store sign. The 12 in 
‘is offered at $11.50 list. 
| account cards, literature, 

price lists, decals and 
other merchandising aids complete 
the kit. 


| 





is 


305 


New 
catalogs, 


More small businesses 
receive loans from SBA 


A total of 525 business loans 


Small Business 





| That’s 
made in April last year. 


14 more loans than were 


The SBA public report on busi- 
‘ness loans approved in April, re- 





HARDWARE HUMOR 


: 


acts: 








high profit, fast turnover line. i 


I Desmond 1 
| Simplex | 


The Desmond-Stephan Mig. Co. 
Urbana, Ohio 


eee Mei WOME FL te 
a more facts? Circle 170 p. 71 


102 © HARDWARE AGE, June 18, 1959 


Pgh 


"Your shipment had a little 
transit’ damage .. .' 








unit | | 








ol 
in- | 


FOR RN ERS RNA NO RN spreemnenns 


were made during April by the| 


Administration. | 


SMALL 


HARDWARE 
ITEMS 


EASY. TO. SELL 
PROFITS 


CUP HOOKS 


One-Piece Durable 


6 sizes ('/.'' to ‘44"') in Nickel and 
rass, h 

packed 

a box, 

carded 
popular colors 
olus Nickel and 
Brass. 


UTILITY HOOKS 


Handy self-screw all purpose hook in 
bright plated finishes. 2-to-a-card or 
in boxes of 50. 


GRIES 
E-Z 


&-2 ED .. HOOKS 


GRIES 
E-Z 


EES aan HOOKS 


GRIES 


3 3 GOAT HOOKS 


Lacquered Brass, Nickel, 
Chrome or Bright lridite 
Finish in boxes of 25 with 
2 flat head steel screws 
per hook. 


3 


Bright rustproof finish . 

4 popular sizes. . boxed 

in an attractive " counter 

display. Also available in 
bulk or packaged 
100 to-a-box in a 
complete range of 
thread sizes. 


CAP NUTS 


Attractively finished and packed 
in a self-selling counter display 
assortment in 4 popular sizes. 
Also available in bulk or in 
boxes of 100 in all thread 


GRIES 


JOBBERS: Write now for prices and cata- 
log sheets on GRC's full line of money-making hard- 
ware items, including DRAPERY RINGS, SCREEN & 
WINDOW HARDWARE, DRAIN COCK KEYS. 
DEALERS: See your jobber salesman for immediate 
delivery on these and other 
GRC hardware items. 


GRIES REPRODUCER CORP. 


ae | World’ s foremost producer of small die castings 
Ed , 161 Beechwood Avenue, New Rochelle, N. Y. 
4 NEw Rochelle 3-8600 
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lease No. 476, includes 12 to hard- 
ware dealers. Following are the 
locations of dealers and amounts of 
loans: 

A dealer in Alaska with 13 em- 
ployees, $125,000. 

A Florida dealer with four em- 
ployees, $12,000. 

A dealer in Georgia with 21 em- 
ployees, $150,000. 

An lowa dealer with four em- 
ployees, $15,000. 

A New Jersey dealer with one 
employee, $10,000. 

A Massachusetts dealer with 
nine employees, $20,000. 

Four loans were made to deal- 
ers in Minnesota. A dealer with 
two employees received $14,500, 
two dealers with three employees 
each received $6000 and $12,000, 
and a dealer with four employees 
received $15,000. 


SBA licenses eleventh 
small investment firm 


The eleventh small business in- 
vestment firm has been licensed 
under the Small Business Invest- 
ment Act (HA June 4, p. 132). 

The licensee is the First Mil- 
waukee Small Business Investment 
Co., Milwaukee. The company has 
initial working capital of $302,000, 
including $142,000 received from 
the SBA. 

The funds will be used to finance 
small business concerns through 
long-term loans and purchasing un- 
secured long-term debt which the 
holder may exchange for other 
securities of the issuer. 


Water systems shipments 
up 11 percent in April 

Factory shipments of domestic 
water systems totaled 69,580 units 
in April. That’s an increase of 11 
percent over March, the Commerce 
Dept. reports. 

For the first four months this 
year, shipments totaled 237,586 
units. That’s a 10.4 percent in- 
crease over the same period last 
year. 

The 69,580 units shipped in April 
included 14,715 deep-well systems, 
25,082 shallow-well systems, 21,499 
convertible jets, and 8,284 submers- 
ible pump systems. 








Satisfied Dealers 
is Sharon's Main Objective 


DON'T ASK US ASK 


e Over |000 


100% Mark-Up 
Reduces Inventory up to 50%, 
Valuable space saved for Impulse Items 


Free Racks 


Printed pictures outside—printed prices inside 
Only the refill is replaced—not the entire 


Assortment 


Stop Losing customers to your Competitor 


Sharon Bolt and Screw Co., Norwood, Mass. 
Piease Mail Additional Information 


Mr. David J. Fisher 


Center Hardware Co. & Hobby Shop 
4151 Park Rd., Shopping Center 
Charlotte, N. C. 


‘We have found that the SHARON 
BOLT & SCREW Assortment is one of 


our most valuable displays. 


It not only helps our clerks save time 
but also enables our customers to serve 
themselves. 


»* on \ 
Se | rae 
ster ment somes ~ 7 


a es 


Sizes in 16 Square Feet 


MAIL THIS COUPON TODAY: 


(PLEASE PRINT) 
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STARRING today in the 


nations most interesting 
homes! .Your most profitable 
cabinet hardware line! 


STARS 


* FAST SELLING 


ATHCTICANG 


v 


Handsome steel and die-cast pieces 
beautifully finished in Chrome, Black, 
Polished Brass, Polished Copper, 
Nickei or Prime Coat. 


SWEPT-WING 
HINGE 

#519 

Fiush Type 

2516 
Semi-Concealed c 


Type in %", A”, 
nA ¥,"" 

#518 

Offset Type in %" 


DRAWER SLIDES 
#652 
All-steel 
sturdy drawer 
slide, mounted 
under drawer: 
in center with 
only four noils 


7595 
3'' Centers 
{not avail- 


able in nickel) 


SEMI- 
CONCEALED 
HINGE 

#416 

For overlaid 


doors up to ¥&% 
of an inch thick 





ALWAY MAGNET 
CATCH 
#232. 


Only catch in its 
price class that can 
be used on lipped, 
flush or overlay 
doors (Aluminum 
only) 


Ask for complete 
catalo & price 
list TODAY. At- 
tractively finished 
Birch Plaque 
11/2" 15/2" x a" 
to display 
mounted samples 
available upon 
request. 


AL PRODUCTS ©°- 


STA oui 17, N. ¥. 
Street, preeye 
r 


eT 1) Butle 


Sold through wholesalers only 
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Ist quarter plumbing 
shipments are up 16% 


Manufacturers’ shipments of 
plumbing fixtures for the first 
quarter were $84.2 million, reports 
the Commerce Dept. That’s $12 
million or 16.5 percent more than 
during the first quarter in 1958. 

Shipments during the first quar- 
ter were $6.1 million or 8 percent 
more than shipments during the 
last quarter of 1958. 

Vitreous china plumbing fixtures 
accounted for 41 percent of the 
first quarter shipments, cast iron 
fixtures accounted for 37 percent 
and steel fixtures for 21 percent. 
One percent were shipments of 
fixtures made of other materials. 


Manufacturers expand, 
move to new facilities 

Master Lock Co. is building a 
four-story concrete addition to its 
present plant in Milwaukee. 

Wheeling Steel Corp. will open 
its new Philadelphia Metal Culvert 
Shop this month at Southampton, 
Pa. 


Business failures up 

Business failures rose slightly to 
264 in the week ended May 28, ac- 
cording to Dun & Bradstreet, Inc. 
Failures were up from 259 in the 
preceding week, but below the 278 
in the same week a year ago. 
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DRILL 


STAYS SHARP 
FOR 2%,” 


500 HOLES, 
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Joint stock ownership: 
what it means to you 


(Continued from page 98) 


30th husband and wife must act 
jointly in liquidating the shares. 
Problems may arise here due to 
marital difficulty or if either be- 
comes incompetent. 


@ Federal estate tax. If the 
husband paid for the stock, it is 
subject to Federal tax at his death 
regardless of joint ownership. If 
the wife dies first her husband will 
have to prove that it was his 
money that bought the stock or it 
will be taxed in his wife’s estate, 
since it is presumed that the first 
to die paid for the stock. 


@ Federal gift tax. If the hus- 
band purchased the stock and 
registered it jointly, the transac- 
tion is a gift under Federal law, 
and so subject to tax. If it is trans- 
ferred back to the husband’s name, 
it is a gift from the wife and still 
subject to the tax. 


@ Inability to control by will. 
If the husband dies first all the 
jointly held stock goes to the wife, 
regardless of any statements in the 
husband’s will. The estate will be 
taxed again upon his wife’s death, 
a situation that could be avoided if 
the property is kept in tk: hus- 
band’s sole name. Example: sup- 
pose the husband’s taxable estate 
is $200,000 and the wife’s estate is 
nominal. Total Federal taxes in 
both estates could be about $36,000 
if the property is held jointly. If 
the property is in the husband’s 
name only, total taxes will be less 
than $10,000. 


@ Federal Income tax. There is 
no significant advantage in joint 
ownership because income can be 
split anyway. 


Conclusions 


Dealers with estates of less than 
$60,000 do not usually encounter 
the Federal estate and gift tax 
disadvantages. Dealers with larger 
estates should shy away from joint 
ownership, except in special cases. 
(For a report on the tax advan- 
tages of incorporation see HA Jan 
29, p. 21.) In all cases the advice 
of an attorney is recommended. 





HARDWARE AGE 


DQ) Year Chub 


HOWARD H. NUSBAUM 

later this month cele- 

brates his fiftieth year as 
a hardwareman. It was on 
June 25, 1909, that he re- 

ported for work at the 

offices of the Bostwick- 

Braun Co., Toledo, Ohio, 

wholesaler, as an order 

boy. He remained with 
the same company for 

these 50 years, and now 

is executive vice-president 
and director of purchases. 
Mr. Nusbaum worked through various positions 
with the company. He was a checker, cost clerk, 
sales trainee, desk salesman, and a buyer. Mr. 
Nusbaum became an officer of the compary in 
1938 when he was elected vice-president. In 1944 
he was elected executive vice-president. Hard- 
ware is traditional in the Nusbaum family for his 
father, M. H. Nusbaum, was vice-president and 
sales manager of Bostwick-Braun until 1913. Mr. 
Nusbaum is a member of the National Wholesale 
Hardware Association. His hobby is gardening. 


CLARENCE B. (BUD) 

STEFFEY, director and 

former district sales man- 

ager of the O. Ames Co., 

Parkersburg, W. Va., be- 

gan his hardware career 

at the Maryland Steel Co., 

Sparrows Point, Md. In 

1909 he moved to the Na- 

tional Cash Register Co., 

Dayton, where he worked 

until 1917. He then joined 

the Pittsburgh Shovel Co., 

Pittsburgh. Mr. Steffey 

was assistant to the president of that company, 

and assisted in the consolidation of the Ames 

Baldwin Wyoming Shovel Co. in 1931. He became 

general sales manager, secretary, and a director 

of the Ames Baldwin Wyoming Shovel Co. In 

1952 Ames became the O. Ames Co. and Mr. 

Steffey became district sales manager. He is now 

a director of the O. Ames division of McDonough 

Co. Mr. Steffey is also active in his community. He 

is president of the board of trustees of the First 

Methodist Church of Pittsburgh, past president 

and director of the Iron City Fishing Club, a 

Mason, a Rotarian, and a member of the Oakmont 
Country Club, Pittsburgh. 














99m SELLS 
rae HOUSE 


Sram NUMBERS 


Display FOR YOU 


“SAFE” black hammered, rustproof 
aluminum numbers assure a lifetime 
of customer satisfaction — just show 
‘em to sell ‘em. 


Rugged green, black and white display 
box retains its eye appeal for many, 
many months. 


Requires only 92” x 13” of counter space. 


Refill stock is immediately available; spec- 
ify ALH 2880-1D. 


Weighs 4% Ibs. 


100 numbers (10 each, “1” thru “0”); spec- 
ify ALH 2880D-1D for display with numbers. 


Suggested retail price: 
21¢ each. Total value: $21.00. 


Display is free. 
You pay only for the numbers. 


Order From Your Jobber 


SAFE PADLOCK AND HARDWARE CO. 
LANCASTER, PA. 
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News About Dealers: Hayes Hardware Offers 





90% Up-Front Display, Large Parking Lot 


Grand Island, Neb.— 
Hayes Hardware Inc. held a 
grand opening of its new 
store May 1. Features in- 
clude a 6,000 sq ft parking 
lot and an up-front display 
of 90 percent with 10 percent 
back-up stock. According to 
Mr. Hayes, the 50 x 60 ft 
building has 3,000 sq ft of 
selling area on the main floor 
and the same amount on the 
lower floor. There are no pil- 
lars in the selling area of 
this self-service, air condi- 
tioned store. Four 8 x 12 ft 
windows make up the front. 
All merchandise comes in at 
the receiving area at the 
rear of the first floor. A slide 
carries items to the lower 
level. 


Yonkers, N. Y. — Wuit- 
LOCK CoRP. has granted Pro 
franchises to the following 


dealers: Miller & Stocken, 
Warwick, N. Y.; Cole Bros., 
Buchanan, N. Y.; and Spi- 
vak Hardware, Mamaroneck, 
N. Y. 

Colo. — Phil O. 
Mattson, co-owner of the 
38TH HARDWARE & APPLI- 
ANCE store, recently present- 
ed a $100 check to Harold 
Wolfe, a customer who pur- 
chased the millionth piece of 
Red Devil Dragon-Skin, a 
product of Red Devil Tools, 
Union, N. J., sponsor of the 
promotion. 


Denver, 


Northwood Park, Chicago, 
Jil—A new self-service ACE 
HARDWARE store was opened 
in the Harlem Foster Shop- 
ping Center by Art Cazzato. 
The new store, one of the 
largest Ace operations, has a 


(Continued on page 110) 





ROBERT L. BELK 


Brown-Roberts Names 
Belk Sales Manager 


Robert L. Belk has been 
named sales manager, 
Brown-Roberts Hardware 
and Supply Co., Ltd., Alex- 
andria, La. 

Mr. "elk, a vice-president 
of the firm, replaces J. H. 
McDonald, retiring after 42 
years with the company. Mr. 
Belk has been with the firm 
for 18 years. 
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Huey & Philp Names 
Division Sales Head 


Emmett E. Maxwell has 
been appointed sales man- 
ager, Wholesale Hardware 
Div., Huey & Philp Co., Dal- 
las, Tex. 

Mr. Maxwell was formerly 
sales manager for Shapleigh 
Hardware Co., St. Louis, Mo. 
He was in charge of 30 to 70 
sales territories in the years 
with Shapleigh. 


E. E. MAXWELL 
1959 


W. S. HASWELL 


Schoemer to Retire; 
NBHA Names Haswell 


William S. Haswell, secre- 
tary of the National Build- 
ers’ Hardware Assn., will 
succeed John R. Schoemer, 
who will retire October 31, 
as Managing director. 


Mr. Haswell has been sec- 
retary for the past 6 years 


J. R. SCHOEMER 


and was formerly with the 
tussell & Erwin Div., Amer- 
ican Hardware Corp. 

Mr. Schoemer has spent 55 
years in the builders’ hard- 
ware industry. He has been 
employed by Sargent & Co., 
Ostrander & Eshleman and 
headed his own firm. Mr. 
Schoemer has been managing 
director for 15 years. 





Cc. C. ELLIS 


Fishing Tackle Group 
Elects Ellis President 


C. C. Ellis of Stratton & 
Terstegge Co., Louisville, Ky. 
hardware wholesaler, was 
elected president of the As- 
sociated Fishing Tackle 
Mfrs. at the recent 26th an- 
nual convention. 


He succeeds A. J. Boehm, 
P & K, Inc., Momence, IIl. 
Other officers elected were: 
Robert Mortensen, Louis 
Johnson Co., Highland Park, 
Ill., first vice-president; Al- 


lan Gittleson, Allan Mfg. Co., 
Hicksville, N. Y., second 
vice-president; and E. G. 
Griffith, Enterprise Mfg. Co., 
Akron, Ohio, third vice-presi- 
dent. 

John M. Holmes, Washing- 
ton, D. C., continues as sec- 
retary and treasurer. 


New Director Elected 


G. Geddes, presi- 
dent, H. K. Porter, Ince., 
Somerville, Mass., has been 
elected to the board of di- 
rectors of New England Car- 
bide Tool Co., Medford, 
Mass. Mr. Geddes is chair- 
man of Porter Forge and 
Furnace, Inc., and past presi- 
dent of the American Supply 
and Machinery Mfrs. Assn. 


James 


Rust-Oleum Appoints 


Rust-Oleum Corp., Evan- 
ston, Ill., has appointed the 
John J. Getreu Co., trade 
sales distributor in the 
Columbus, Ohio metropolitan 
area for the firm’s home and 
farm products. 
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Winchester-Western 
Names New Managers 


Div., 
Chemical 


Winchester-Western 
Olin Mathieson 


PAUL F. LEWIS 


has 


ai'a 


Corp., 
sales 
gram. 


Paul F. 


its 
pro- 


reorganized 
marketing 
Lewis, formerly 
southern regional manager, 
becomes sales manager of 
arms and ammunition. 
William E. Talley, former- 
ly western regional manager, 


has been named marketing 
manager, firearms. 

William H. Dittmann, for- 
merly assistant sales mana- 
ger, was appointed market- 
ing manager, ammunition. 

James J. Clarke, who was 
sales manager of the divi- 
sion’s Ramset operations, has 
been appointed merchandis- 
ing manager. 


Weller Corp. Forms 
Seles Organization 


Weller Electric Corp., Eas- 
ton, Pa., is establishing a 
nationwide field sales organi- 
zation divided into three 
sales regions. 

John Hand has been as- 
signed to the western region 
with headquarters in San 
Francisco. The central re- 
gion in Chicago will be di- 
rected by Roy Sieger, with 
the assistance of Jim Cole- 
man. Eastern region sales 
will be directed by Ray 
Compton, from Easton. 





Housewares Manufacturers See Big Gains 


In 1959 Sales In NHMA Survey No. 7 


Some 85 percent of house- 
wares manufacturers think 
sales volume wiil be up in 
1959, this is a major conclu- 
sion of Business Survey No. 
7 conducted by the National 
Housewares Manufacturers 
Assn. 

Survey No. 7 is one of a 
continuing series that mea- 
sures business experience, 
trends, and predictions on 
the buying and manufactur- 
ing level. 

Of the marufacturers pre- 
dicting a gain for this year, 
59 percent said the gain 
would be in the 10 to 30 per- 
cent bracket. Only 3 percent 
of all manufacturers polled 
forecast a dip this year. 

Of some 8000 buying firms 
queried, such as hardware 
wholesalers, 68 percent of 
those who replied to the sur- 
vey said 1959 housewares 


sales would top 1958. Some 
47 percent said the gain 
would range between 10-30 
percent. A handful expects a 
decline. 

Most manufacturers and 
buyers agreed that 1958 had 
been the best year yet for 
dollar sales in housewares. 

Dolph Zapfel, NHMA sec- 
retary, said that the concen- 
sus is housewares sales will 
reach a $4 bilion annual rate 
in the next year. Population 
explosion and general broad- 
ening of design and uses of 
houeswares account for re- 
cent powerful sales gains, 
Mr. Zapfel said. 

Survey No. 7 has just been 
published as a forerunner to 
the annual National House- 
wares Exhibit, July 13-17 at 
Atlantic City. It sets an opti- 

(Continued on page 111) 


Fair Trade Bill Passage Depends On Dealer 
Effort For It, Sen. Humphrey Tells HA 


Prospects for passage of a 
Fair Trade bill rest entirely 
with the efforts independent 
dealers put behind it. This is 
the gist of a letter to HARD- 
WARE AGE from Sen. Hubert 
H. Humphrey (D-Minn.), 
member of the Senate’s Se- 
lect Committee on Small 
Business and co-author of 
Fair Trade bill S. 1083. 

The Fair Trade ballot, 
published in the May 7 issue, 
page 57, has drawn more 
than 650 votes. Early re- 
sults of the balloting were 
detailed in a letter to Sen. 
Strom Thurmond (D-S. C.) 
of the Committee on Inter- 
state and Foreign Commerce 
now holding hearings to re- 
establish Fair Trade (HA 
June 4, p. 73). 

Because of Sen. Hum- 
phrey’s continuing interest 
in small business and his co- 
sponsorship of a Fair Trade 
bill, a copy of the letter was 
sent to him. Sen Humphrey’s 
comments are: 

“... The prospects depend 
almost entirely on the con- 
cern which the independent 
retailer feels toward this 
problem as expressed by his 
efforts to tell his elected rep- 
resentatives of his opinion. 

ss" The independent 
small businessman cannot be 
protected and promoted 
without some effort on his 
part. Therefore, let me urge 
your readers to take an ac- 
tive interest in government, 
not only with respect to their 
most immediate 
but, in all phases. 

“Briefly, my support of 
this Fair Trade legislation is 
based on the liberal tradition 
of protecting each individ- 
ual’s political and social 
rights In this case, it 
means maintaining numerous 
independent businessmen in 
a healthy state. 


problems, 


“ .. Numerous and pros- 
perous independent business- 
men form a bulwark against 
concentrated economic power 
and absentee ownership... 
The law of the jungle should 
not prevail in American eco- 
nomic life and therefore, 
certain minimum standards 
must be set for independent 
merchants as they have been 
set for laboring men and 
farmers. 

we It strikes me that 
Fair Trade legislation is one 
of the effective methods of 
maintaining a_ system 
wherein independent busi- 
nessmen can grow and de- 
velop as individual, self-sus- 
taining respected citizens.” 

Rep. Peter F. Mack, Jr. 
(D-Ill.), chairman of the 
House Commerce Subcommit- 
tee that held hearings on a 
Fair Trade bill, also received 
a copy of the HA letter. His 
comments can be found in 
Letters to the Editor under 
the headline, Fair Trade 
Hopes, on page 80. 


Paxton & Gallagher 
Gives Divisions Names 


Paxton & Gallagher Co., 
Omaha, Neb., wholesaler, has 
given new names to the hard- 
ware and coffee divisions. 
Gilbert C. Swanson, chair- 
man of the board, and W. 
Clarke Swanson, president, 
made the joint announce- 
ment. 

The hardware division has 
named the P. & G. Hardware 
Co. with new offices at 710 S. 
10th St. Butter-Nut Foods 
Co. is the new name of the 
coffee division with offices at 
the new Swanson Bldg. on W. 
Dodge St. 

An open house will be held 
at the Swanson Bldg. in late 
summer when it is complete. 
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NOW Always at your finger tips! 


COMPLETE 

STOCK of 

BREAKERS 
and 


CONDENSERS 


FAST-MOVING 
PROFIT-MAKING 


merchandising 
cabinets 


LAWNMOWER * OUTBOARD * CHAIN SAW 


Write for terrific Package Deal 


R. E. PHELON COMPANY, INC. 


Departn:ent H 
East Longmeadow, Massachusetts 
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Campo” SPRINKLERS 


LIST PRICE | 


$h50 


ANTI-SYPHON CHECK VALVE 


Full water-way.No restriction, 34"' pipe 


UNION VALVE (Non-Union $2.60) 


Swivel seat for long life, 34"’ pipe 





$1360 





POP-UP SPRINKLER HEAD 


Pops up 1'2” above grass 


REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 00 


HOSE TO PIPE FITTINGS 


Various sizes available 


$] 00 











Ideal for Siamese connections 


OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


Fee Ae 8 BRASS MFG. CO. 


Want more facts? Circle 176 p. 71 
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News of the Trade 


Supplex Co. Elects 
Shannon as President 


Howard Shannon has been 
elected president of Supplex 
Co., Div. of Amerace Corp., 
Garwood, N. J. 

Mr. Shannon has been 
vice-president and genera! 
manager since 1955. He 
joined the American Hard 
Rubber Co., Div. of Amerace 
in 1940 as a chemist. He was 
acting controller of the com- 
pany before his transfer to 
the Supplex Div. 


HOWARD SHANNON 





brief reports of 


MANUFACTURERS SALESMEN 


@ Stanley Tools Div., Stanley Works, New Britain, Conn.— 
F. W. Blackston has been transferred to the newly-created 
territory of Pennsylvania and Delaware; Kober Seippel has 
been transferred to New Orleans, La. to cover Arkansas, 
Memphis, Tenn., Mississippi, Louisiana, Mobile, Ala., and 
Pensacola, Fla.; and C. N. White to northern Georgia, 
Alabama, except Mobile, and eastern Tennessee. 


@ Columbus Plastic Products, Inc., Columbus, Chio—John 
T. Schultz to the northern half of Ohio; John Rutherford, 
from Dow Chemical Co., to Delaware and Franklin Coun- 
ties, Ohio; Wayne Giller from Rubbermaid to southern Ohio 
and West Virginia. These appointments are effective July 
1 when William F. Crosby, Ohio factory representative for 
13 years, will retire. 


@ Fleming Sales Co., 622 W. Randolph St., Chicago, I1l.— 
Wisconsin to Edward P. Latimer, formerly of Laitner Brush 
Co., who joined the firm and will headquarter in Milwau- 
kee; to assist in the Minneapolis area Don Schueller from 
Milwaukee. 

@ P. & F. Corbin Div., American Hardware Corp., New 
Britain, Conn.—Robert L. Yale to part of Indiana, part of 
Kentucky, southern Ohio and the western part of West 
Virginia; and Ridgeway W. Burns to Michigan. 


@ Big Boy Products Div., Dalton Foundries, Inc., 
Ind.—N. A. Williams to Florida, 
Sissippi and Tennessee. 


Warsaw, 
Georgia, Alabama, Mis- 


@ Goulds Pumps, Inc., Seneca Falls, N. Y.—Vincent T. 
O’Brien to water systems representative in Iowa and Illi- 
nois with headquarters in Davenport, lowa. 


@ South Bend Toy Mfg. Co., South Bend, Ind.—Edward 
Miller from Transogram Toys representative to assistant 
eastern sales manager of the New York offices. 

@ S-K/Lectrolite Tools, Defiance, Ohio 
igan, Indiana and Kentucky; 
England states. 


Leo Wolf to Mich- 
Bob Waterman to the New 


@ Weller Electric Corp., Easton, Pa.—Roy Sieger from 
supervisor of industrial sales at Easton to midwestern 
regional sales manager with headquarters in Chicago. 


@ Bissell Carpet Sweeper Co., Grand Rapids, Mich.—Jack 
Latkin to territory manager in western Pennsylvania. 


© The Stanley Works, New Britain, Conn.—David M. 
Wakelee from supervisor of all Hardware Div. warehouses 
to manager, Chicago office and warehouse. 














ie NEW! 


SELF-ALIGNING 
DOUBLE-ROLLER CATCH 


No. 1375—This cabi- 
net catch has tre- 
mendous holding 
power. The two, high- 
impact polyethylene 
rollers are mounted 
on specially treated, 
lifetime spring wires. 
Smooth, quiet, positive 
operation; trouble- 
free. Self-aligning fea- 
ture simplifies installa- 
tion. 


At your jobber or write 


PENN AKRON CORPORATION 
(Hardware Division) 


WOODSIDE 77, NEW YORK 
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Bentzinger offers a full line of 
Wall, Sash, and Varnish-Enamel 
Brushes. Imported Bristle, Tynex 
Nylon and good selection of 
Pure Chinese Bristle Brushes. 
Master Painter Approved. Type 
and size range make selection 
easy. 


Now in a new brush package,de- 
signed to protect the bristle and 
help in the overall sale of brushes. 


PROFITS! 


Dealers and Jobbers 
are sure of full 
profit when they 
sell Bentzinger Paint 
Brushes. Write for 
catalog & price list. 




















You can sell a set 
to every household 


6-in-1 Set 4-in-1 Set i 


includes hammer. Steel screw drivers 


nail-puller and 4 with knurled brass 
sizes of screw 
drivers 


Packed in Display Boxes or Carded 


| 


handles in 4 sizes 


Liberal freight allowance. Write fer 
prices, including name of your jobber. 
Send 50¢ for prepaid sample. 








GAM Manufacturing Co., Lancaster 1, Pa. 
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STEP UP STAIR TREAD SALES 


° tS Sea Tie Oe 
Carpet-like = a oe 
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Corrugated 


e ALL WEIGHTS & SIZES Tile Patterns 
e SOLID OR MARBLE COLORS 
e CURVED NOSE OR FULL RISER 


Order from your wholesaler or write 
(town. ~10)-]-]-, mere) lay. bh Mame 
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317 NORTH THIRD, ST. LOUIS 2, MISSOURI 
Want more facts? Circle 180 p. 71 


SERVICE SHARES 


FULLY GUARANTEED AS TO QUALITY, FIT, AND FINISH 
Patterns are available for practically all plows, 
listers, middlebreakers in No. 1 soft center or No. 2 
crucible steel of the highest quality obtainable. 
Also, we are now producing a new line of Star 
Blade-Type Plow Shares—in regular and short pat- 
terns—made from solid steel, rolled to our own 
strict specifications, and automatically heat treated 
for maximum strength and wearing qualities. You'll 
want complete details now. 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (Est. 1873) 


@2@e000000000008000000080680 
Want more facts? Circle 181 p. 71 
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with 
PLASTIC PIPE Seg 


2 
you can’t tell 2% ) 
LOOKING... w 


be 
SURE with 


backed by PIONEER RESEARCH 
and GUARANTEED IN WRITING 


Performance is not in the “look” of plastic pipe. It’s in the 
ingredients, the skill with which it is manufactured, and the 
proof of performance through rigid tests. Crescent Plastics 
is a pioneer in the relatively young field of plastic pipe. 
Through research, we continually improve our product and 
find new and better raw materials. Our testing laboratory, 
one of the industry’s leaders, checks results before the pipe 
is marketed. That’s why every foot of Cresline pipe is guaran- 
teed in writing to perform as specified. 
PIONEER MEMBER OF 


Before you order any kind 
of plastic pipe, challenge 
us to prove you'll 

do better with Cresline. 


CRESCENT PLASTICS, INC. 


Dept. A-9 * 955 Diamond Ave. * indiana 
Complete Technical and Engineering Services Available 


Evansville 7, 


PLASTIC PIPE OF ALL KINDS FOR 








- WATER SYSTEMS anaes SYSTEMS: | 


| 
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News About Dealers: 





(Continued from page 106) 


sales area of 11,600 sq ft, 


plus an outdoor garden shop, 
warehouse areas and park- 
ing facilities for about 500 
cars. 


Seattle, Wash. 
MAN’S HARDWARE held a 
grand opening of its newly 
remodeled and expanded 
store in the Salmon Creek 
shopping center. Owners 
Vern Betzina and Jim Ogden 
have doubled the store’s floor 
space and expanded a! their 
lines. A new garden center 
is included in the expansion 


Chariton, Iowa—Jim Gibbs 
has opened a completely re- 
modeled and painted store 
with newly-installed fixtures 
in a new location. GIBBS 
HARDWARE is now located in 
the former P. M. Place vari- 
ety store on the north side 
of the square. 


Henderson, N. C.—An- 
formerly 


with the Vance Coal and 


_Lumber Co. for the past 25 


years, has opened the A. J. 


_FincH HARDWARE at 549 S. 
| William St. 
'of modern brick and block 


The building is 


construction with forced air 
heating and _  air-condition- 
ing. 

Mount Pulaski, 
STAHL Bros. 


Ill.— 
HARDWARE AND 
on the 
east side of the Mount Pu- 
laski square, has expanded 
its business by leasing two 
additional buildings located 
between the present stores. 


News of the Trade— 











Brand Names Contest 
Begins for 12th Year 


The 12th annual search for 
the nation’s brand name re- 
tailer of the year in 26 cate- 
gories is now under way. 

Merchants with a year- 
round program of brand ad- 
vertising, promotion and 
sales training for advertised 
brands are invited to com- 
pete. 

Entry forms can be ob- 
tained from Fred B. Newell, 
Jr., director of retail re- 
lations, Brand Names Foun- 
dation, Inc., 437 Fifth Ave., 
New York City 16, N. Y. 


Housewares booklet 


A 32-page housewares con- 
sumer book covering 150 
items will be available in late 
August or early September 
from I. Lodge Catalogs, Inc., 
2016 N. Second St., Philadel- 
phia, Pa. This 5% x 8% in. 
booklet will cost a few pen- 
nies per copy and can be im- 
printed for dealer advertis- 
ing. 





N. J.—RICKEL 
has opened its 
third store in New Jersey 
under the name of Rickel 
Supermart. The 20,000 sq ft 
store is self service, air con- 
ditioned, and built under a 
beam-less arched roof. Music, 
station wagon home delivery, 
large rest rooms, six night- 
openings, and a_vend-ma- 
chine snack bar (see picture 
below) are special customer 
services. A three-day grand 
opening saw 21,000 custom- 
ers pass through the turn- 
stiles. 


Succasunna, 
HARDWARE 





3 


% > 
=< . 


a 


One of many customer "extras" 
mart, Succasunna, N. J., 
lce cream, sodas, snacks, 

customers in the store longer. 


at the new Rickel Hardware Super- 
is this 20-ft long vend-machine snack bar. 
coffee, 


candy, cigarettes, etc., keep 








Assistant Sales Heads 
Named by Bissell Co. 


Ira Matheny and Roy 
Prentice, former. Buffalo and 
Cleveland housewares manu- 
facturer’s representatives, 
have been appointed assis- 
tant sales managers by Bis- 
sell Carpet Sweeper Co., 
Grand Rapids, Mich. 

Mr. Matheny will super- 
vise the company’s southern 
sales territories, coordinate 
one division and handle mar- 
keting for two other divi- 
sions. 

Mr. Prentice will fill the 
job formerly held by Rich- 
ard H. Smart, assistant to 
sales manager Bob Gray. Mr. 
Smart was named West 
Coast regional manager with 
headquarters in Los Angeles, 
Calif. 


Union Hardware Names 
Hill Advertising Head 


Robert P. Hill, former spe- 
cial markets sales manager, 
Polaroid Corp., has been ap- 
pointed advertising and mer- 
chandising manager, Union 
Hardware-Sealand, Inc., Tor- 
rington, Conn. 

Mr. Hill will also be re- 
sponsible for developing spe- 
cial markets for all Union 
Hardware products. 


Bulman Names Vollink 
To Administrative Post 


Russell M. Vollink has been 
appointed administrative as- 
sistant to P. G. Williams, Jr., 
general sales manager of the 
Bulman Corp., Grand Rap- 
ids, Mich. 

Mr. Vollink will retain his 
responsibilities as product 
manager in addition to his 
new duties. 


Eclipse Lumber Co. is 
Under New Management 


Eclipse Lumber Co., Ince. 
has purchased all the assets 
of the Eclipse Lumber Co. of 
Clinton, Iowa. 

Eclipse operates a chain of 
32 retail and wholesale lum- 
ber and building materials 
yards in Iowa. 

Personnel changes are: 
Bob Hvidston to vice-presi- 
dent and general manager; 
Jack Mayfield to director of 
purchases for the chain; 
John Banker to general man- 


News of the Trade 





ager of a new Home Build- 
ing and Development Div.; 
and John Ward to vice-presi- 
dent in charge of general of- 
fice, credits and collections. 


Oakes Elects Piper 
As Spencer Retires 


George A. Spencer has re- 
tired as vice-president and 
manager of the Oakes Mfg. 
Co., subsidiary, Food Ma- 
chinery and Chemical Corp., 
Tipton, Ind. 

Davis Piper, who has been 
an administrative assistant, 
will assume Mr. Spencer’s 
former responsibilities. 

Mr. Spencer began his 


career with Oakes in 1926 as | 
general manager. He became | 
secretary and sales manager | 


four years later when the 
company was _ reorganized. 


When Oakes became a sub- | 


sidiary of Food Machinery 
and Chemical Corp. in 1952, 
Mr. Spencer was elected vice- 
president and manager of 


Oakes. 


Bennett Co. Acquires 
Sani-Can line rights 
Bennett Mfg. Co., Alden, 


N. Y., has acquired inven- 
tory, 


ceiver Co., for the production 
of the Sani-Can line. 


The acquisition of the line 


is part of the Bennett ex- | 


pansion and diversification 


program. 


Housewares Makers 
See Big Gains in 1959 


(Continued from page 107) 


mistic mood for the 3lst 
NHMA exhibit. 


Mr. Zapfel said that ad- 


vance registrations point to | 
record attendance, and there | 


will be more exhibits than 
ever before. Between 20,000 
and 25,000 visitors are ex- 
pected during the five days 
the show is open. 


Hours will be 9 te 5 daily | 
through Thursday, July 17, | 
and the show closes at 12 | 


Noon on Friday. Opening 
day will be climaxed by the 


; 
annual Summer Housewares | 
sponsored 


Show Reception, 
by NHMA, in the American 
Room of the Traymore Ho- 
tel. 





manufacturing facil- | 
ities, trademarks and patent | 
rights from the Sanitary Re- | 
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STOP PIPE 
SWEATING 


Every Home 
Has This 
Probiem... 
Solve it 

and Profit 
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Here’s a year ’round profit item for your economy- 
minded, home fixer-uppers! An opportunity for you 
to get your share of the dollars being spent to rid 
homes of the common problem of “sweating” cold 
water pipes. 

Only NoDrip Tape, the original nationally adver- 
tised cold water pipe insulation designed for do-it- 
yourself customers, gives you these important 
benefits. 


e Faster turnover...more profit. 


e Greater customer satisfaction because of NoDrip 
Tape’s proven permanency. 


e Hard hitting program of dealer sales aids. 


So don’t settle for inferior, temporary pipe wrap- 
pings...stock and sell the only pipe insulation that 
is 100% vapor and moisture proof—NoDrip Tape. 
Easy-to-apply NoDrip Tape winds spirally around 
any size pipe...needs no vapor-seal tapes or over- 
wraps...no bands, brads or fas- 

teners. Fits snugly even around 

tees, unions, angles, valves. 


Packed 12 rolls to the 
carton. Dealer disce unt 333% 


$169 


List Price 


OR oh a ae ae Om em em. | YOUR SUPPLY HOUSE 


J. W. MORTELL COMPANY, 508 Burch St., Kankakee, Ill. 


Please send me full information about NoDrip Tape’s FREE dealer 
sales aids. 


Name 





Firm 
Address 
City State 
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MAKE EXTRA PROFITS: 


SHARPENING LAWN MOWERS 
the MODERN WAY 


When you sharpen 
the mowers you sell 
you cash in on an 
untapped source of 
profits. You can do it 
easier and faster be- 
cause MODERN’S 
NEW HEAVY 
DUTY LAWN 
MOWER SHARP- 
ENER AND BED 
KNIFE GRINDER 
has been especially 
designed to help you 
do the job. Pays for 
itself the first month. 








News of the Trade 


news in brief of 


MANUFACTURERS’ AGENTS 


@ A. Walt Runglin Co., Los Angeles, Calif. — William 
Creech from the Washington, Montana and Alaska opera- 
tion, has been elected a vice-president; Wayne Dudley, for- 
mer sales manager and housewares buyer for Southwest 
Hardware, has joined the firm; Dick Owen, former western 
sales manager, Ridbo Div., Thermoid, to an administrative 
post in the sales department; northern California area to 
Keith Sheffield, and the Los Angeles area to Ben Middle- 
man, formerly with Johnson Wax Co. The Los Angeles 
office has moved to new and larger quarters at 678 LaFay- 
ette Park Place. 


@ Consolidated Pipe Co. of America, Akron, Ohio—New 
York state except New York City to Chester Bess Co., Buf- 
falo, N. Y.; southern Ohio and northwestern Kentucky to 
Loftus-Shoenberger, Cincinnati, Ohio; Michigan and Toledo, 
Ohio, to Howard Bond, Birmingham, Mich., and Indiana 
and western Kentucky to Robert J. Kruse Co., Indianapolis, 
Ind. 


Only $276.00 FOB Pasadena. 
THE MODERN WAY IS THE BEST WAY 





*% Will do 6 precision operations . . . all you need 
*% It iscompact %* Made of 100% Steel Construction 


@ N. F. C. Engineering Co., Anoka, Minn.—Metropolitan 
% Anyone can learn to operate a Modern 


New York and northern New Jersey to Charles Subbiondo; 
Georgia to Ed Lindgren, Jr.; Colorado, Utah and Wyoming 
Plan to get started today send for complete details. to Coop & Merritt for the Thermo-Serv line. 


Write to Dept. H.A. 








@ Rod LaBelle Co., Minneapolis, Minn.—Missouri, Kansas, 
| lowa and Nebraska to Wayne S. Frey, Kansas City, Mo., 
for Atkins Saw Div., Borg-Warner Corp., Burns Mfg. Co. 
and Shelby Metal Products Co. 


@ Milwaukee Tool & Equipment Co., Milwaukee, Wis.— 
The metropolitan area of New York City to Surpless, Dunn 
& Appleyard, Inc., New York, N. Y., for the firm’s vise line. 


@ Johnston Co., Pittsburgh, Pa.—Westen Pennsylvania and 
West Virginia to James R. Callahan. 


@ Goldbatt Tool Co., Kansas City, Mo.—Southern Califor- 
nia to the 20-man Budrow & Co. sales team. 


@ Atlas Tack Corp., Fairhaven, Mass.—Florida and south- 
ite ee. ern Georgia to Fry-Holbrook and Associates, Atlanta, Ga. 


Where Prices are Born, Not Raised. QUALITY BRICK-MASON TOOLS 


JOINTERS, TUCKPOINTERS, SLEDRUNNERS ROUND AND VV. 
TWIGS, PINS AND STRETCHERS. Also imprinted Pins and Twigs. 
GET THE 240 assorted Tool Pack, all pre-priced and packaged Shp. wt. 172 





LINE 


Retail $42.97. Dealers less 40° )—$17.19. ist order pre-paid—$25.78. 
Ask your jobber or write—FREDERICK TOOL MFG. CO.. ELKHART. IND. 





Want more facts? Circle 185 p. 71 


PICTURE 
HANGERS 


By 


- BETTER HOUSEHOLD 
HARDWARE SINCE 1872 


BULL poyele PICTURE 


HANGERS 
E. H. TATE CO. © 251 CAUSEWAY ST © BOSTON, MASS 
Want more facts? Circle 186 p. 71 
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Holton, Smith Elected 
By Minnesota Mining 


Among several newly elect- 
ed divisional vice-presidents 
at Minnesota Mining & Mfg. 
Co., are two men who have 
come up through the sales 
department. They are R. V. 
Holton and C. C. Smith. 

Mr. Holton, now vice- 
president of the _ electrical 
products division, joined 3M 
in 1943 as an electrical tape 
salesman. He became elec- 
trical tape sales manager in 
1948 and general manager of 
the electrical products divi- 
sion in 1955. 

Mr. Smith, vice-president 
of retail trades tape division, 
joined the sales office in 1928. 
He was named eastern sales 
manager in 1936 and na- 
tional sales manager for cel- 


lophane tape in 1941. In 1949 
he became general sales 
manager of the tape division 
and general manager of re- 
tail trades tape division in 
1952. 


Delta Power Tools Div. 
Promotes MacCrossen 


John P. MacCrossen, west- 
ern regional sales manager, 
Delta Power Tools Div., 
Rockwell Mfg. Co., Pitts- 
burgh, Pa., has been named 
manager of planning and as- 
sistant to the vice-president, 
Power Tool Div. 

Mr. MacCrossen joined the 
Rockwell Co. in 1948 as a 
salesman and was appointed 
San Francisco district sales 
manager in 1949. 








EDWARD J. RYAN 


Dormeyer Corp. Elects 
Ryan a Vice-President 


Edward J. Ryan has been 
elected executive vice-presi- 
dent, Dormeyer Corp., Chi- 
cago, Ill. 

Mr. Ryan continues 
president, Vail Mfg. Co. 
has been associated with 
Webcor, Inc., as vice-presi- 
dent and assistant to the 
board chairman. 


as 


He 


Janney's Appoints 
Weld to New Post 


Lyle W. Weld has been ap- 
pointed to the newly created 
position as merchandise and 
traffic controller at Janney, 
Semple, Hill & Co., Minne- 
apolis wholesaler. B. J. Case, 
president, made the an- 
nouncement. 


Mr. Weld, who will 
member of the buying de- 
partment, will report to 
A. E. Cox, vice-president in 
charge of buying. 


be a 


Mr. Weld will be respon- 
sible for buying budgeting 
activities and will consolidate 
orders to help reduce incom- 
ing traffic costs. 


News of the Trade 





Screw & Bolt Names 
3 Sales Executives 


Henry G. Dacey, John 
Krause, Jr. and Dale W. Pat- | 
rick have been named assist- | 
ant vice-presidents of sales, | 
Pittsburgh Div., Screw and 
Bolt Corp. of America. 


Mr. Dacey was general | 
sales manager of Cleveland | 
Cap Screw Co. Mr. Krause. 
was formerly assistant gen- | 
eral manager of sales for 
Screw and Bolt. Mr. Patrick 
has been with the Colona 
Div., Screw and Bolt for 12 
years. 


Skil Corp. Appoints 
Promotion Managers 


J. Herbert Scott has been 
named sales promotion man- 
ager, 500 line tools and Per. 
ma-Grit products and C. 
Michael Miller, sales promo- 
tion manager, industrial line 
tools, Skil Corp., Chicago, 
Ill. 


Mr. Scott was formerly as- 
sistant advertising manager | 
at Skil. He joined the firm 
in 1954 as editor of the com- 
pany publication. 

Mr. Miller was formerly 
with the Rockwell Mfg. Co. 
as an advertising assistant 
in the Power Tool Div. 


Delta Names Humphrey 


Robert B. Humphrey east- 
central regional manager, 
Delta Power Tool Div., Rock- 
well Mfg. Co., has been 
named sales manager, Power 
Tool Div., Rockwell Mfg. Co. 
of Canada. Mr. Humphrey 
will headquarter in Guelph, 
Ontario. 





Marine Equipment 
Makers Plan Group 


Thirteen marine life-sav- 
ing equipment manufactur- 
ers held a meeting April 2: 
to lay plans for the forma- 
tion of an industry associa- 
tion. They met at the Statler 
Hilton Hotel in Cleveland. 

An executive committee 
was selected to work out as- 
sociation aims, by-laws and 
other details. They ai 
chairman, Clarke F. Hine, 
president, Red Head Brand 
Co.; R. L. Hegman, vice- 
president, Safegard Corp.; 
Ned C. Herrold, vice-presi- 
dent, American Pad & Tex- 
tile Co.; Simon J. Salow, El- 


vin Salow Co.; Gregg Shorey, 
Jr., president, Style Crafters, 
Inc., and Neal Waggoner, 
sales promotion manager, 
Howard Zink Co. 

The committee will meet 
in the near future to com- 
plete the format of the new 
association. It will then in- 
vite all manufacturers in the 
field to become members. 

Companies represented at 
the meeting other than those 
already mentioned are: Billy 
Boy Products, Inc.; Burling- 
ton Mills, Inc.; Crawford 
Mfg. Co., Inc.; Ero Mfg. Co.; 
Hettrick Mfg. Co.; Peoples 
Co.; Plasti-Kraft Corp., and 
Stearns Mfg. Co. 


NEW! 
| 


Your 'Q” to CLEAN-UP PROFITS! © 


a2 SPECIALIZED 
CLEANERS 


Blister-Pack Handy Tube! WATERLESS CREAM 
C QUICKEE. HAND CLEANER 


Quickee \ : 
Wereye Oesigned for today's big homemaker 
P hobbyist market. Removes stubborn 

paint, grease, even tar with super — 
cleaning power, yet kind to hands. § 
Mounted on colorful card for impulse 
sales. Retail 59¢ 
Popular 14 oz. Can for Home and 
industrial Use. Retail 79¢ 


NEW! WATERLESS 


QUICKEE.\WALL TILE CLEANER 


Puts new sparkle on plastic, vinyl, metal or ceramic 
tiled walls ...and makes the cement gleam, too! 
Removes mastic from new installations. Contains 
Dichlorophene ... keeps walis sanitary-clean! 
Retail $1.25 








QUICKEE. STAIN REMOVER 


Cleans and beautifies asphalt tile, viny!, linoleum 

. will not soften or mar asphalt tile. Polishes 
porcelain and chrome in kitchen and bathroom. 
Retail $1.25 


Write for FREE GOODS Deal—''! Free 
When You Order 12.'" Good till May 29. Dept. HA 

















BUILDERS’ 
HARDWARE 
SPECIALTIES 


DOOR CLOSERS 
with a 5 year guorantee 
CONTINUOUS (PIANO) HINGES 
B Full range of sizes in all metals and 
finishes 
DOOR AND CABINET BUTTS 
All sizes, metals and finishes for a 6 
Every Need. 
SCREEN (FOLDING) HINGES 3 
a , 
>) 


For “a? Ye”, ] rt 1” and 1,” wood. 





E BOOKCASE STANDARD 
Pilaster Adjustable Type. Write for circulars 
SPRING HINGES 

F Single and Double Acting for installation with 
Hanging Strips. 

GC HALF-SURFACE DOOR BUTTS 
Plain, Ball Bearing and Spring 

H DOOR STOPS AND HOLDERS 
A Type For Every Purpose 


. 
- 


or without 


Write for Cataiog on Business Stationery 





S. PARKER HARDWARE MFG. CORP. 
Quality Hardware Since 1900 
27 LUDLOW STREET - Phone WAlker 5-6300 - NEW YORK 2, N.Y 


Want more facts? Circle 188 p. 71 


HARDWARE AGE, June 18, 1959 ¢ 113 





“The McClung Story" 


The C. M. McClung & Co., 
Knoxville wholesaler, contin- 
ues its 75th aniversary with 
publication of “The McClung 
Story.” 

The company started its 
anniversary celebration with 
a dealer merchandise show 
in Knoxville. (See HA, Feb. 
12, p. 231.) 

‘The McClung Story’’ 
blends the history of the 
company and the record of 
the founders with a report on 
the company’s position today 
and its preparations for the 
future. 

“Our past, glorious as it is, 
is worth nothing to us today 
if we are content to rest upon 
our accomplishments,” writes 





R. W. Riggins, board chair- 
man, in a report of the com- 
pany and the future. 

“The present management 
is fully aware of the chal- 
lenge ahead and pledges with 
every measure of ability at 
our command to continue op- 
eration of the company with 
the same strong principles 
and ideais of our predeces- 
sors,” writes Hugh M. Davis, 
president. 

The booklet is illustrated 
with photos of the founding 
days, plus those of the pres- 
ent warehouses, offices and 
display rooms. There are 
many photographs also of the 
present management and op- 
erating staffs. 

“The McClung Story” was 
complied, written and printed 
within the company. 





J. J. DIAMOND 


Porter-Cable Elects 
Sales Vice-Presidents 


Joseph J. Diamond has 
been elected vice-president 
and manager of eastern sales 
and John I. Dean, vice-presi- 
dent and manager of western 
sales, Porter-Cable Machine 
Co., Syracuse, N. Y. 

Both positions are newly- 
created. 


JOHN I. DEAN 


Mr. Diamond has been 
with the firm since 1946 
when he started as a sales 
division trainee. 

Mr. Dean was associated 
with Sterling Tool Products 
Co. prior to joining Porter- 
Cable. 

Both men were division 
sales managers before their 
election to vice-presidencies. 





New B & D Co. Elects 
Laskey as President 


Howard Laskey has been 
elected president of the 
B & D Carpet Co., a newly- 
formed and _ wholly-owned 
subsidiary of Bigelow & 
Dowse Co., Needham 
Heights, Mass. 


Mr. Laskey has managed 
the floor covering operation 
of the parent company for 
the past six years. 


Bigelow & Dowse is re- 
entering the carpet distrib- 
uting business in New Eng- 
land with the formation of 
the subsidiary. B & D Car- 
pet Co. will distribute Tin- 


HOWARD LASKEY 


tawn Irish Sisal and Mastic 
Tile Corp.’s hard surface 
products and in the Fall will 
handle tufted carpeting. 
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—News of the Trade—— 


Philadelphia Deale 
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The Retail Hardware Assn. of Philadelphia recently installed officers 
for the 1959-60 year at its annual ladies’ night dinner. Shown here 
(from left): Charles Huff, treasurer; Wm. Smith, Ist vice-president; 


Edward Buck, 


retiring president; 


Calvin Kaiser, president-elect; 


Charles Solowey, 2nd vice-president; and Herman Klein, secretary. 





OBITU 


ARIES 





Edwin A. Twitchell 


Edwin <A. Twitchell, 93, 
partner in the Twitchell 
Hardware Co. for almost 60 
years, died May 6 in South 
Haven, Mich. He was asso- 
ciated in the hardware busi- 
ness with his son, Claude, 
and grandson, Edward. He 
served as mayor of the com- 
munity for four terms. 


Fred N. Tilton 


i;red N. Tilton, 90, former 
president of Atlantic Screw 
Works, Inc., Hartford, Conn.., 
died May 27. 


Warren L. Battle 
Warren L. Battle, 79, hard- 





Ace Hardware Corp. Is 
Incorrectly Described 


In an article on p. 110 of 
the May 21 issue, Ace Hard- 
ware Corp., Chicago, is de- 
scribed as a “dealer-owned 
wholesaler.” 

This is incorrect. Ace 
Hardware is a privately 
owned firm, supplying a gen- 
eral line of hardware to in- 
dependent, locally-owned 
hardware stores operating 
under an Ace franchise. 


ware store owner, died May 
13 in a Bradenton, Fla. hos- 
pital. He had been in the 
hardware business 49 years. 


Philander A. Clark 


Philander A. Clark, 66, 
partner in the Clark-Roscher 
Hardware store chain, New 
Orleans, La. died May 7 at 
Touro Infirmary. 


Grover C. Hughes 

Grover C. Hughes, 66, 
owner of a hardware, appli- 
ance and farm supplies busi- 
ness, died May 7 at his home 
in Waynesburg, Pa., of a 
heart attack. 


Floyd E. Gray 


Floyd E. Gray, 80, former 
member of Gray and Dun- 
ning Hardware, Mt. Morris, 
Mich., and Midland, Mich. 
hardware dealer, died in San- 
ford, Mich., recently. 


George D. Gluck 


George D. Gluck, 85, for- 
mer hardware merchant, 
died May 22 of a heart ail- 
ment in Wick Park Nursing 
Home, Youngstown, Ohio. 





A report in pictures of 


events in the trade 


Two golf tournament winners hold their awards at the 
recent Eastern Hardware Golf Assn. meeting at Shawnee- 
on-the-Delaware, Pa. Sam F. Ward, Jr. (right), Ward 
Brothers Mill Supply Co., Inc., Lockport, N. Y., whole- 
saler, won the Hardware Bowl Award in the Champion- 
ship flight. George S. Berry (left), Pittsburgh Steel Co., 
Bala-Cynwyd, Pa., received the new Ed Griswold Pitcher 
Award. (See HA June 4, p. 139). 


More than 4,000 people attended 
the Morley-Murphy Co., dealer 
get-together and merchandise 
show in Green Bay, Wis., re- 
cently. A total of 127 booths 
represented 123 different manu- 
facturers. The show was held at 
the Brown County Veterans Me- 
morial Arena. 


Sales representatives and company personnel were shown the new Golden Anniversary line of weather instruments 
developed for Thermometer Corp. of America's 50th anniversary celebration, at a national sales meeting in 
Springfield, Ohio. TCA officials shown, middle row: Henry C. F. De Jong, chief product engineer; R. M. Holloway, 
Jr., sales manager, scientific div.; Garth Briggs, vice-president; Robert D. McManus, assistant to the president; 
Henry C. Greene, president; W. R. Bookser, general manager, scientific div.; Charles L. Faulkner, general manager 
and treasurer; and on the far right, David Schillhahn, assistant sales manager. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words 


$5.00 
Each additional 


word 10 
Positions Wanted 
Rate) set solid, maximum 
50 words $2.00 
Each additional word 


05 
Allow Seven Words for Keyed Acdress 
or Your Address 


(Special 





BOXED DISPLAY AD RATES 
$8.00 per column inch 


5°, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 

HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 

Remittance must accompany order in form 
of check or money order, payable to HARD- 


WARE AGE—Classified Section, not currency 
or stamps. 











Representatives Wanted 


Representatives Wanted | 


Representatives Wanted 





———_— 





EXPERIENCED SALESMEN FOR HARRISBURG, 
PHILADELPHIA AND WESTERN NEW YORK 


Manufacturer's sales agency representing nationally 
advertised lawn and garden equipment lines to re- 
tallers and wholesalers needs three more aggressive 
salesmen. Many accounts already established. Liberal 
draw and excellent commission to salesmen who want 
to improve their positions. Inquire in confidence to 


Will Wall Company, Pompton Plains, New Jersey 








REPRESENTATIVES WANTED 


To call on RETAIL 
stores, garden centers Several fine 
Exclusive Top commission earnings High rate 
Popular line for home. garden, outdoor. Direct from 
manufacturer. Permanent position. Give territory and 
oher details. Canada only 


J. Gradek Woodwork Co., Ltd. 
St. Eustache, Fresniere PQ. 


hardware dealers, department 


territories open 








MANUFACTURER 
of galvanized steel cisthesline T 
Seeks active agents for Georgia 
bama, and other southern states. 
shipped K. D. and meeting with 


SUuUCcCCeSS., 


Tubular Metal Products 


555 W. (8th Street. Hialeah. Florida 


poles. 


great 





Opportunity for Good Wholesale 
HARDWARE SALESMEN 


Would you want to represent a hardware 
wholesaler with unlimited merchandise to sell 
and ship? Excellent financial standing, where 
you are paid excellent commission if you pro- 
duce? Security with stability, plus salesman 
benefits? We are looking for good men only in 
Ohio, Michigan, West Virginia, Pennsylvania, 
New York, Maryland, Delaware. If you can 
prove you are in the top '/2 with your present 
connection, and want to better yourself, send 
a resume of your background, sales and stand- 
ing relative to your company. Your employer 
will not be contacted—your confidence will 
be respected. Our men know of this ad. 


Box 627, eare of HARDWARE AGE 
Chestnut & 56th Sts.. Philadeiphia 39, Pa. 

















PROMOTIONAL LINE OF IMPORTED 
AND DOMESTIC HAND TOOLS— 
POPULAR PRICES—RELIABLE DE- 
LIVERY — LARGE VOLUME POTEN- 
TIAL — SOME SELECT TERRITORIES 
AVAILABLE. 


602, c/o HARDWARE AGE 


Box 
Chestnut ". 56th Sts.. Philadelphia 39, Pa. 














HARDWARE SALESMEN 


Calling on 

yard dealers, 
supply 
fits all 
of walls 
territory 


retail 

also 
concerns 

scre 


hardware 
plumbing 
(One size 
ws and designs 
High Commission 
qualified salesmen 


FITSALL SCREW ANCHOR 
473 S. Franklin St.. Hempstead, New York 


lumber 
electrical 

Anchor 
all types 
Protected 


and 
and 


to 











SALESMAN PLUMBING 
sell for established nationai distributors, 
lerritory, 10% commission. Write 
with references. Replies confidential. 
ply Co., Ine., 216-218 Grand 
My N. ‘¥. 


exclusive 
full details 
Akron Sup 
Street, Brooklyn 


TERRITORIES AVAILABLE 
FACTURER’S agents contacting 
Just expanded hardware-houseware 
introducing two new products. Diversified five 
product line in 39¢-$1.98 bracket. All fast 
movers. Large repeat percentages In-store dis 
plays Trade advertising support. Advertising 
allowances. Many established accounts. Clover 
Products, 1141 Atlantic Avenue, Rochester 9, 


FOR MANU 
volume buyers. 
specialty line, 


EXCLUSIVE 
open for nationally distributed 
placement plumbing specialty 
sale to plumbing supply houses; 
utors and retailers. Unique demonstration sells & 
out of 10 on first call. Box 123, c/o Harpwaret 
Act, Chestnut & 56th Sts., Philadelphia | 39, Pa. 


TERRITORIES 
unique water re 
item package for 
hardware distrib 


PROTEC TED 





EXCELLENT LINE for sales 
calling on the retail trade in 
ment, variety and chain stores 
Write: Midwest Plastics Mfg. 
Avenue, St. Paul 6, Minn 


representatives 
hardware, depart 
Good commission. 

('o., 208 Bates 
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SPECIALTIES to | 


WANTED 


DISTRIBUTORS MANUFACTURER'S ; 
HARDWARE FIXTURE SALESMEN Nationally 
advertised manufacturer of hardware store fixtures 
has desirable territories open for aggressive salesmen 
on a distributor basis. This is an unusual plan and 
an excellent opportunity for financial independence 
Send full particulars of background in first letter 
508. c/o HARDWARE AGE 

56th Sts., Philadelphia 39, Pa. 


REPS 


Box 
Chestnut & 











REPRESENTATIVES WANTED 
DIRECT to large users, retail or 
plastic pipe, fittings and clamps, 
(sprayed, vinyl covered, and 
plastic clothes line, industrial 
kinds of hose for automatic 
c/o HARDWARE AGE, 
menenine 39, Pa. 


TO 
jobbe r 
toilet 


hose, including 


washers. Box 
Chestnut & 56th Sts., 


SELL 
level, 
seats 
mother-of-pearl), 
all 
209. 


Phila 





FACTORY 
One of nation’s largest 
and rug maintenance 
cellent territories 


manufacturers of 

equipment has several 
open for representatives 
contacting the hardware trade. Line 
popular, new “Velvet Touch’’ rental 
Enables hardware stores to obtain necessary 
ment, merchandising material and supplies 
offer their customers a complete ‘‘do-it-yourself”’ 
carpet and floor cleaning service on 
rentai basis. Excellent commission 

Write Advance Floor Machine 
Washington Avenue, North, 
nesota, attention: James C. 


Company, 


Ferguson. 


REPRESENTATIVE WANTED. 
floor 

ex 
now 
includes 
program. 
equip- 
to 


a profitable 
nea 
4100 
Minneapolis 12, Min 





SALES 


| sales 


REPRESENTATIVE 
representative required for area of 
gan, Indiana, Ohio and Western 
Century old manufacturer of hand 
established volume in territory; 
ware, mill supply, upholstery 
C. S. Osborne & Co., 125 
| New Jersey 


tools 
selling to 
supply and 
Jersey Street, 


Aggressive 
Michi- 
Pennsylvania. 
with 
hard- 
others. 
Harrison, 





OPPORTUNITY FOR MFRS. REPS. 


Direct to dealer sales 
in eastern half of 
Heavily promoted, 

Sold direct, 
too, 
that 


hardware, 
country. 
short, 
not through 
can earn $1,000, 


lumber, paint dealers 
Protected territories. 
specialty line available 
jobber. Fast turnover. You, 
$1,500 or more from each dealer 
you sell, year after year. Reply immediately 


Box 619, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











NEW PRODUCT OPPORTUNITY 


New toilet tank ball, different in size, shape, 
and principle of operation. Presently receiving trade 
and consumer acclaim. Exclusive territories now 
being granted. Please write (do not call). 


KINNARD SALES 
19 Glenwood Road Upper Montclair, MN. J. 


color 














Accounts Wanted 








REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis 
ville. We carry the account or you can bill direct 


WRITE ANCO Corporation, 7 
Pittsburgh 22, Pa. 


Inquiries invited 


Wood Street, 








MANUFACTURERS’ AGENT 


all Hardware Jobbers, Department 
Super Markets, Automotive 
and Western New York State 
Counties in Pennsylvania is 
two additional lines to 


now selling to 
and Chain Stores 
etc in Central 
bordering 
taking on 
accounts 


Jobbers 
and all 
interested in 
sell to present 


Box 610. c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











because 
ana. 
highest 


the 


conce 
(ver 
omer") 


WANT 


we 


SALES RESULTS? We 
concentrate in Michigan, 

Will handle two additional 

grade considered. Write 
HARDW ARE a Chestnut & 56th 
phia 39, 


them 
Indi 
only 
19, c/o 


Philadel 


get 
Ohio, 
lines 
Box 
Sts., 


WESTERN 
represent you with 
would expect from 


INDIANA and PENN 
organization to 
concentrated etiort you 
own sales force. ‘e represent two prestige 
rns and desire one additional high grade line 
nine years’ wholesale hardware and garden 

experience. We get the business Box 
c/¢ Harpw ARE AGE, Chestnut & Sts., 


Phii: idelphia 39, Pa. 


ert 
SYLVAN 


your 


56th 





nois, 
our organization can do something 





perienced 3 
trated 
den, 


- 5 
? ? 


you satished with 
Indiana, 


Are Ili 


not, 


volume in 
Minnesota? If 
about it. Ex- 
force gives you concen 
and thorough coverage in hardware, gar- 
chain and specialty distribution field. Box 
522, c/o HARDWARE AGe, Chestnut & 56th Sts., 
Philadelphia 39, Pa 


your sales 


Wisconsin and 


man sales 








Accounts Wanted 


Help Wanted 


Business Opportunities 








IMPORTERS! 


After 2 years of wholesale and import hardware ex 
perience in Canada, I shall return to Germany in 
November 1959. Have good references from Germany 
and Canada and excellent connections to German 
TOOL, CHAIN, LOCK, ENERAL HARDWARE 
and KITCHENWARE manufacturers. Would like to 
represent larger hardware company on commission 
basis as resident buyer. Will accept one company 
only in the same trade. 
Artur Schmitz, 12 Somerville Ave. 
Montreal Westmeunt, Canada 














TOP MFG. AGENT 


Headquarters in St. Louis seeks | major addi- 
tional line. Well established with sufficient 
man power to do the job in selling you want. 
Selling to all types of volume accounts. 


Box 632, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











AGGRESSIVE FOUR MAN SALES 
AGENCY wants strong direct factory line for 
Metropolitan New York and New Jersey. Es 
tablished 12 years with strong following and cov 
erage of Chains, Dept. Stores, Hardware, House 
wares, specialty, rac jobbers, Clubs, Party 
Stamps Plans, Tea & Coffee, Mail order, Premium, 
Supermarkets, and other volume users. We will 
attend Atlantic City Housewares Show Box 
604, c/o HarpwarReE Ace, Chestnut & 56th Sts., 
duemntiannd 39, Pa. 


REGIONAL SALES 
PLASTIC PIPE. 


MANAGERS FOR 
Unusual opportunity with 
well established, aggressive manufacturer for 
three men with successful sales experience in 
plastic pipe on distributor level. We have open 
ings in (1) Northeastern states, (2) Midwest and 
(3) Southeastern states. Excellent salary plus 
incentive and travel expenses. Wonderful growth 
opportunity. Reply in strict confidence to arrange 
tuterview. Dept. H., Consolidated Pipe Company 
of America, 1066 Home Avenue, Akron 10, Ohio. 


Southern Cali 
experienced buyer 


BUYER HOUSEWARES: 
fornia firm has opening for 
and merchandiser. Remuneration based on re- 
sults Good opportunity for aggressive man 25 
40 years of age. Write qualifications and enclose 
recent passport size photo. Box 629, c/o Harp 
ee AcE, Chestnut & 56th Sts., Philadelphia 
3, Fa. 


MAN WITH EXPERIENCE AND 
TIVE ABILITY wanted to take 
Hardware Sales Department of a very important 
firm in Puerto Rico. Must speak English and 
Spanish fluently. Send application to Gareo Ex- 
port, Inc., 67 Wall Street, New York 5, New 
York 


EXECU 


charge of 





Business Opportunities 








AGGRESSIVE 
Four Men 


SALES ORGANIZATION 
interested in adding volume line 
the jobber trade for States of Kentucky, Ten 
Alabama and Mississippi Strong job 
dealer following. Thorough and inten 
sive coverage of territory. All inquiries answered 
Box 608, c/o Harpware Ace, Chestnut & 56th 
Sts., ) on 39, Pa 


nessec, 
ber and 


ESTABLISHED 
RESENTATIVE ware take 
Jersey, Connecticut territory 
vards, hardware dealers and _ specialty 
seeks one or two specialty lines to supplement 
present builders hardware line. Young progressive 
staff. Box 616, c/o Harpware Ace, Chestnut & 
S6th Sts., Philadelphia 39, Pa 


REP 
New 
lumber 
houses 


MANU "RERS 
“New York, 


calling on 





TOP SALESMAN P 
Interested in good 
Hlousewares and 
h: ndle jobbers, 
Northern Jersey 
(hestnut & 


HOUSEWARES SPECIALIST 


cate but prefer mid-Atlantx 
turer's policy changed, so 
7 


resent Line for Years 
additional line. Hardware, 
Department Stores. Can also 
Metropolitan New York City, 
Box 510, c/o HaRDW ARE AGE, 
56th Sts., Philadelphia » Pi 


Would relo 

Manutac 
(,00d 
department 
chains Would consider joining estab 
lished agency Harvard Business School Gradu 
ite. Sox 620, c/o HARDWARE AGE, Chestnut & 


56th Sts., Phil sancti a, Fa 


states 
7 
need a key i1ne 


ollowing among: Better distributors, 


ores, 


REPRESENTATIVE 


York State servicing 


MANUFACTURERS 
resently covering New 
Heating and Plumbing, Automotive, Industrial 
and Hardware Jobbers seeks additional lines 
trom Prime Manufacturers. Box 623, c/o Harp 
WARE AGE, Chestnut & 56th Sts., Philadelphia 
9, Pa 


VANUFACTURERS LtEPRESENTATIVE 
with excellent connections, now calling on all 
hardware and houseware wholesalers in state of 
Florida, desires eee substantial line. Con 
centrated cover: References available Box 
624, c/o Haapw, ARE AGE, Chestnut & 56th Sts., 
Phil ladelphia 39, "2 


MANUFACTURERS’ SALES REPRESEN 
rATIV E—calline on Hardwa ire, Building Mate 
rials and Industrial Distributors interested in 
idditional manufacturer on commis 

are covering Colorado, Utah, New 

W yoming ual 628, c/o HARDWARE 
Chestnut & 56th Sts., Philadelphia 39, Pa 


AGGRESSIVE, REPUT re ke 
TURERS REPRESENTATIVE 
tional hardware, housewares or garden line for 
Metropolitan N. Y.-N.J Have strong, well-estab 
lished tollowing among hardware, housewares and 
garden W holesalers, rac jobbers, chains and 
catalog houses. Thorough know-how promoting 
marketing lines to utmost potential. Box 630, c/o 
HARDWARE AGE, Chestnut & 506th Sts., Philadel- 
phia 39, Pa. 


MANUFAC 


open for addi 





HOW WOULD YOU LIKE A 
BUSINESS OF YOUR OWN? 


COAST-TO-COAST STORES Organization 29th 
Anniversary expansion program offers excellent 
opportunity for successful, independent busi- 
ness ownership in limited number of additional. 
prosperous business localities. More than 810 
independent merchants now successfully oper- 
ating in 20 states under this sound retail plan. 
investment required, depends on size of town 
and store desired. No previous experience 
necessary. Complete details on request. No 
Obligation. Write 


COAST-TO-COAST STORES 
Central Organization, Inc. 
7500 Excelsior Boulevard 
Minneapolis 26 Minnesota 























WILL BUY 


Established Hardware Manufacturer. Cash 
or terms to suit Tax situation of seller. 


Replies held in strictest confidence. 


Box 512, ec/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











HARDWARE APPLIANCE retail store. Es 
tablished for over 40 years. Located in central 
Calitornia in main shopping area. Clean stock of 
hardware, housewares, gifts and paints with fran 
chises on brand name appliances and television 
Modern store and fixtures. Excellent long term 
ease. Sales volume for 1957, $300,000. Sacrifice 
sale at weil below cost due age and ill health 
For details, Box M-26, c/o Harpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


HARDWARE, PLUMBING 
in South Central Nebraska, 
Over 5,000 population. Center of large irriga 
tion district. Only Hardware in Town. Clean 
$45,000 stock Must sell Wonderful opportu 
nity to buy well established paying business. Box 
06, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


AND HEATING 


(County Seat Town 


NEW ARMY SURPLUS JUST 
Pick Mattocks 5-6 lb. $24.00 a dozen, Picks point 
and chisel #6 $27.00 per dozen, Axes hickory 
handled forged steel 2.00 dozen, Double bit 
axe handles hickory value $6.00 dozen 
Ingersoll-Rand rock $10.00 hundred size 
2%" Cutter Mattocks $: er doze Alhed 
Argyle St., Everett, Mass 


RELEASED 


Sales. 16 


GRASS SHEAR MANUFACTURER 
to sell inventory, tools and dies used in the manu 
facturing of a grass shear to retail for under 
$1.00. Box 622, c/o Harpware AGE, Chestnut & 
56th Streets, Philadelphia 39, Pa 


wishes 








AN EXCEPTIONAL RETAIL 
OUTLET OPPORTUNITY 


FRANKIE'S MARKET, ROUTE 17, LOD!, N. J. 
a 13 year old retail mart: twelve acres over- 
all. Over 100,000 square feet of buildings has 
a Hardware concession available. 

This fabulous Merchandise Mart is open 
every Thursday and Saturday 11:00 A.M. to 11:00 
P.M. Sunday 11:00 A.M. to 6:00 P.M. 

Weekend traffic in excess of 40,000 people 
with 250 merchants selling everything from a 
hairpin to a mink stole. Retail volume runs 
into millions. An exceptional opportunity for 
the merchant that can BUY RIGHT and take 
advantage of the tremendous traffic. 

The rental is approximately $200 per month. 
Based on !2 operating days per month, ap- 
proximately $16 an operating day. All utilities, 
Light, Heat, Clean-up, Advertising, Watchmen 
Service is paid by the Market. 

No long term leases involved; one month's 
rent one month's security closes the deal. ACT 
FAST. THIS IS A PROVEN RETAIL HARDWARE 
OUTLET. 


Call or write: FRANKIE'S MARKET 
Route 17, Lodi, N. J. 
GR 2-7700 
Horry F. Kwartler 














WANTED SPECIALTY JOBBERS 


Traveling 3 to 10 men in the midwestern 
southwestern and northwestern states. We 
have a good proposition for you to sell a 
complete fastener line that will fit in with 
your present operation. Write us for details 


SHARON BOLT & SCREW CO., INC. 
ENDICOTT ST.. NORWOOD, MASS. 














Positions Wanted 





WHOLESALE HARDWARE BUYER 
with same firm desires position Will 
Retailing, Merchandising, or Store Mar 
agement. Experience in [.B.M. and papers 1 
ventory controls. College graduate, oung, an 
married. Prefer Eastern U. S. but will conside! 
opportunities elsewhere. Box 6%1, c/o HAarkpwar! 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa 


yeal s 
( onsider 


HARDWARE SALESMAN 
tion in Florida, 22 years’ experience in whol 
and retail hardware, 40 years of age (,00d ret 
erences fox 626, c/o Harpware Ace, Chestnut 


& 56th Sts., Philadelphia 39, Pa 


desires Carine 


esa 


DIRECT FACTORY REPRESENTATIVN! 
i3 years’ experience calling on wholesale hard 
ware, electrical, plumbing and mill supply jobber 
in the Virginias and Carolinas desires connectio 
with Manutacturers of lardware Specialty prod 
ucts, tools, etc. Also qualified to operate branc! 
warehouse. Box 524, c/o Harpware Ace, Chest 
nut & 56th Sts., Philadelphia 39, Pa 


SALESMAN: WHARTON SCHOOL GRAD 
38, married las traveled Middle Atlant 
States ror 0 years calling on Hardware Jol 
bers i ineetiadl in Hardware and H 
with some distribution Resume upon request 
fox 615, c/o Haroware Ace, Chestnut & 56t!l 
Sts., Philadelphia 39, Pa 


secwarlt 


HOUSEWARES VETERAN is ready ¢ 
sales management years with top compan 
Would relocate, but prefer mid-Atlantic states 
Harvard Business School Graduate. Box 621 
HaRDWARE Ace. Chestnut & 56th Sts., 
phia 39, 


AMBITIOU COLLEGE GRADUATE, fam 
ily man, looking tor greater opportunity in sales 
Ten years’ hardware experience contacting whol 
salers and dealers Desire to represent reputabl 
hardware manufacturer or manufacturers repre 
sentative company Prefer Middle Atlantic ort 
Southern States. ‘Vill consider others. Box 62 
c/o HargrpwaRe AcGz, Chestnut & 56th Sts., Phila 
delphia 39, Pa 
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Available Now! 


NEW — AUTHORITATIVE — COMPLETE 
HARDWARE AGE 


BUILDERS’: HARDWARE 
HANDBOOK 


by Adon H. Brownell, A. H. C. 


All the basic facts about Builders’ Hardware presented in 
simple, easy to understand language. 


Detailed descriptions of functions—applications—specifi- | 


Q00 


cations and estimating. 


234 pages 
385 illustrations 
81/2" x 11” clothbound 


A time saving, profit making reference for 


Architects * Hardwaremen « Teachers 
¢ Students ¢ Contractors 


Skillfully organized and easy to understand, this exclusive 
handbook provides the information necessary to operate a 
basic builders’ hardware business at a profit. Not since the 
publication of ‘Taking the Mystery Out of Builders’ Hard- 
ware’ by Mr. Brownell, in 1940, has there been made avail- 
able in one source so much practical, down-to-earth in- 
formation about the builders’ hardware business. 


Recommended by 


National Builders’ Hardware Association 
and the American Society of 
Architectural Hardware Consultants 


Mail This Coupon Today 














Hardware Age, Dept. Al Please send me 
56th & Chestnut Sts. 


Philadelphia 39, Pa. 


... copies of HARDWARE 
AGE BUILDERS' HARDWARE HAND- 
BOOK by Adon H. Brownell, A.H.C. 
| will send payment upon receipt of the 
invoice in the amount of $8.00 per copy, 
plus 45 cents handling and postage. 


Name 
Address 
City | Siete .... 


ae. here if sending payment with order, saving you the 45 cents 
Jhandling and postage charge. 


Zone 
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Index to Advertisers 





THE ADVERTISERS INDEX is published as a convenience and 


not as a part of the advertising contract. Every care is 


_ taken to index correctly. No allowance will be made for 


errors or failure to insert. 


A DuPont deNemours & Co., 


Inc. Finishes Div. 30-31 


Alabama Mfg. Co. ........ 97 


Aluminum Co. of America 


Pigment Div. .... 17 E 


American Chain Div. Amer- 


ican Chain & Cable Co... 6 


American Thermos Products 
Co. | ea 26-27 


Ames Co., O. . a tote 79 | 


Autoyre Div. 
Ekco Products Co. 


| Ekco Products Co. 
Autoyre Div. 


Elco Tool & Screw Co. 





Forsberg Co., H. 
| Frederick Tool & Mfg. Co. 
B Fuller Tool Co., Inc. 


Bentzinger Brothers, Inc. 


Bethlehem Steel Co. 
G 


Black & Decker Mfg. Co.., 
The ..... | 


Boonton Molding Co. 


GAM Mfg. Co. 

Gibson Good Tools, Inc. 
Gries Reproducer Corp. 
Griffith Tool Works, Inc. 


Breeze Corp. (Aero-Seal)} 


Brown, Inc., John Clark 


Cc Ms 
Cal-Dak Co., The 


Champion Brass Mfg. Co. 


Champion DeArment Tool 
Co. 


Close-Outs Unlimited 


Colorado Fuel & Iron Corp. 
Wickwire Spencer Steel 
Div. 


Continental Screw Co. 


Hanlon & Goodman Co. 
Hoppe, Inc., Frank A. 
Hyde Mfg. Co. 

Hy-Ko Products Co. 


J 


Jefferson Screw Corp. 100 


| Jones & Laughlin Steel Corp. 
20-21 


Crescent Plastics, Inc. 
Crown Rubber Co. 
Cuno Engineering Corp. 


Cyclone Fence Dept. Amer. 
Steel & Wire Div. United 
States Steel 


K 


Knape & Vogt Mfg. Co. 
| Knight Specialties, Co. 


D 


Dalton Mfg. Co. | 6 


Dazey Corp. 
Landers, Frary & Clark. 


DeMert & Dougherty, Inc. 
Desmond-Stephan Mfg. Co. 
DeWitt Products Co........ 


Diamond Tool & Horseshoe 


Landers, Frary & Clark 
Dazey Corp. 


Lawn Boy Div. 
Outboard Marine Corp. 


Libbey Owens Ford Glass Co. 
Window Glass Div...... .94-95 


Linzer & Sons, Inc., David... 73 











Index to Advertisers 





M Safe Padlock & Hardware 
BS oh ee. ae 


M & D Store Fixtures, Inc... 68 
Savage Arms Corp. 


Macklanburg-Duncan Co. .. 122 
Magic lron Cement Co. Inc. 84 
Marshalltown Trowel Co..... 120 
McGill Metal Products Co.. 90 
Miller & Co., Inc., Robert E. 120 


Minnesota Mining & Mfg. 
Ge hdc ewes cin. ae 


Modern Mfg. Co. 
Mortell Co., J. W. 


Sharon Bolt & Screw Co..... 103 
Simonds Saw and Steel Co. 81 


Star Mfg. Co., Div. of 
Illinois Iron & Bolt Co.... 109 


Swing-A-Way Mfg. Co..... 25 





N 


National Hardware Show... 39) T 


National Housewares Mfrs. 
Assn. 


National Metal Products Co. 


Tait Mfg. Co., The 23 
99 | Tate Co., Be. H......99, 842, 120 


National Screw & Mfg. Co.. 121 | Taylor Instrument Companies 120 | 


North & Judd Mfg. Co..... 10! Tec Imports .. 97 
Thompson Co., E. A. 100 


True Temper Corp. 38 
O 


Oxwall Tool Co. 59 y 


| 
| United States Plywood Carp. 
p | Industrial Adhesives Div.. 13 


| United States Steel 
Parker Hardware Mfg. | Consumer Products Div.. . 32-33 
Corp., S. Teer. 


| United States Steel 
Penn-Akron Corp. ... aa 109 | Cyclone Fence, Dept. 
Phelon Co., Inc., R. E....... 108 | Amer. Steel & Wire Div. 
Pioneer Gen-E-Motor Corp.. 96 Upland Industries, Inc. 
Pittsburgh Plate Glass Co. 


Pennvernon Div. a 


Portable Electric Tools, Inc.. 1 


WwW 





Wenzel Tent & Duck Co., 


° | HH. , | aren 
Wessel Hardware Corp. 
113 | White Metal Rolling & 


Stamping Co. 


Quickee Products, Inc. 


| Wickwire Spencer Steel Div. 
Colorado Fuel & tron 


Remington Arms Co. (Fire- | Corp. : 
arms) £. |. DuPont de Wilbur & Williams Co., Inc. 
Nemours & Co., Inc...... 61 | Woodhill Chemical Co. 
Rocco Products, Inc. 
Rubberset Co. or 34 
Rust-Oleum Corp. ‘ake ae 


R 


Woodpecker Woodware, Inc. 


Y 


Yale & Towne Mfg. Co. 
Lock & Hardware Div. 


Yoder Mfg. Co.. 


S 





S-K/Lectrolite Tools 





ee Te 


Slaymaker Lock Co......... 1 | 


GRIP-A- GRIFF 7 : 
HAMMERS & HATCHETS 


WITH EXCLUSIVE SALES-BUILDING FEATURES 
CUSHION grip Neoprene rubber bonded 
*to hickory handles! Non-slip; shock 
absorbing! Full polished or velvet 
black heads individually lock-wedged. 
Field tested; endorsed by craftsmen 
everywhere. Competitively priced with 
SOIFITE discounts. Write for details. 





“SHOCK RESISTANT GRIP 
GRIFFITH TOOL WORKS, INC. 
PHILADELPHIA 1, PA. 


Want more facts? Circle 189 p. 71 





Star Metal Products Co... 104 | 
Strait-Line Products, Inc..... 97 | 
Swan Rubber Co. SS 


NEW! iron 
sox POSTS 


BOX 


Finishing touch for suburban and coun- 
try homes! |'/."' diam. |é-gauge steel 
tubing, 66"' high. Meets P.O. re- 
quirements. Flattened bottom makes 
ground penetration easy, prevents 
turning. Painted and baked to a 
satin smooth black rustproof finish. 
Complete with clamping nuts, bolts 
and heavy mounting 

platform that holds 

all size mail boxes. 





Order from 
your Jobber 


HY-KO 
PRODUCTS CO. 
Cleveland 3, Ohio 


Want more facts? Circle 190 p. 71 





keep profits UP with UPLAND 
connate eae WRENCH SETS 


New “see-through” packaging sells for 
you—speeds up turnover—boosts profits, 
because THERE’S NO PRICE INCREASE. 


POCKET HEX KEY WRENCH SET 


No. SP-7K—[I-Beam Construction, bright plated. 
Extra strong, tool steel hardened and tem- 
pered Hex Keys. Wearhard surface guaranteed. 
7 keys swivel 180° for easy use. Sizes .050" to 
3/16” across flats, fit #3 to 3/8" screws. One 
dozen per box, one gross per shipping carton. 
Shipping wt. 36 Ibs. per gross. Retail 9B8¢ ea. 
Terms: 2% 10 days, net 30, F.O.8. factory. 


For full-line catalog and name of nearest jobber, write: 


UPLAND INDUSTRIES, Inc. Upland 7, Pa. 





Want more facts? Circle 191 p. 71 





SELL YOUR CLOSEOUTS TO 


CLOSE-OUTS UNLIMITED 


2023 So. MICHIGAN AVE., CHICAGO 16, ILL. 


FOR CASH 


PHONE COLLECT CA-5-8231 





Want more facts? Circle 192 p. 71 








GIBSON GRIPPER CLIPS 


KEEP THINGS IN PLACE 


BRIGHT FINISH 
NO JUTTING POINTS 


Double Spring Action 
2 Sizes Hold Most Handles 


GIBSON GOOD TOOLS, INC., SIDNEY 6, N. Y. 








Want more facts? Circle 193 p. 71 
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Retailers say, “No matter how 
you look at it, Hyde's No. 
C120 Tool Tower sells Fix-Up, 
Paint-Up Tools faster. Order 
No. Cl20 Assortment — get 
Tool Tower free. See your 
wholesaler. Hyde Mfg. Co., 


rs i he he = 0 age a Southbridge, Mass. 
Want more facts? Circle 194 p. 71 


EXPANDED METAL! re "TUFSsidE” GUTTER BY, //4 a), 


—— corte Snaps to Edge of Gutter—ON TOP OF SHINGLES & 
Tor SWE San: Sete we SELLS ITSELF 4 MAKES YOU MORE 


CALL YOUR WHOLESALER 
KNIGHT SPECIALTIES CO. * 4940 Greenfield *® Dearborn, Michigan 

















DISPLAY 
Want more facts? Circle 195 p. 71 


small space... 


BRAIDED Fe BIG PROFITS! 
PICTURE WIRE gx tayior “mune 


b | j | These fine quality window and 
—— | indoor wall models are “‘nat- 

| urals’’ for impulse sales. At- 

| tractive display assortment (No. 

IN COILS | 5159) holds 17 blister-packed 


ON CARDS | thermometers on self-selling 
cards. Modern design and pop- 
ular colors. List $36.36. Your 


BULL poTele BRAIDED : price $21.80. Order from your wholesaler. Taylor Instrument 

: PICTURE WIRE Companies, Rochester, New York or Toronto, Ontario. 

EH. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. TAYLOR INSTRUMENTS MEAN ACCURACY FIRST 
Want more facts? Circle 196 p. 71 Want more facts? Circle 197 p. 71 


BETTER HOUSEHOLD 
HARDWARE SINCE 1872 ‘e) 1 ele) a 








MARSHALLTOWN 


MARSHALLTOWN TROWEL, COMPANY ee MARSHALLTOWN, IOWA: 
Want more facts? Circle 198 p. 71 














Furniture Rest — Pintle Type 





Set of 4 ina 


* x, 
3-color Bo Rubber txpander 


OF cag a os ns | =: — e Premed = a in Tubular Glide 
RUBBER CUSHION GLIDES soe wh ae ilies 

Wonderful for all wood : ox. ”, %”,. 

metal furniture. 

Glide softly, silently, 


Adjustable Rubber nasitien tection aed . Set . ate “ 
akelite rurniture Res « 
Cushion Glide ! 5%”, 3%”, i ‘ 6”, 12” i 


PROMPT SHIPMENT 


Ask yor jobber, if he is not supplied, write 


ROBERT E. MILLER A co., INC.., Rubber Adjustable Tubular 
Monopoint Glide Bakelite Caster Cup 35 Pearl St New York 4 N Y Thumb Tack Crutch Tip Spring Type 
*8 Y ° o 
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THE PERFECT BALANCE 


e Dependable Bolts 
® Sturdy Packages 


Durable steel! Uniform, smooth threads! Heads that hold 
with extra strength! That’s the quality you'll find in 
National’s most complete line of bolts. 

The color-coded label on the National package tells 
you immediately what type of bolt it contains. And high- 
visibility printing makes it easy to read... helps speed up 
selling and makes stock handling a cinch. Smudges or 
finger stains won’t show on the glossy surface of these 
sturdy boxes either, so they always look good on 
your shelves. 

Stock the complete line of National bolts. Their de- 
pendable quality and attractive packaging are a perfect 
balance for repeat business. All sizes and thread types 
are available. 


NATIONAL SCREW & MFG. CO. OF CAL. 
3423 So. Garfield Ave., Los Angeles 22, Cal. 


Div. of The National Screw & Mfg. Company, Cleveland 4, Ohio 


i =. 
< “SC 
Ss 


CARRIAGE BOLTS * MACHINE BOLTS « LAG BOLTS 
CAP SCREWS « WOOD SCREWS « PIPE PLUGS 
MACHINE SCREWS ¢ NUTS « TAPPING SCREWS 

STOVE BOLTS e COTTER PINS 

















— 


aM 
National al 


, Fasteners f / Hodel!l Chains ; Chester Hoists 
& 





Seace yp hanes. ruce yp SHAS wih 
MAIL B oD @ 


. IN ANODIZED ALUMINUM 


MACKLANBURG-DUNCAN CO. 


Never rust, tarnish or need polishing! 


Choice of 5 Color Combinations 


No. BG-501 No. BB-502 
\y lack Lid } lack Lid 
on Gold Box on Black Box 


. te No. AA-504 
Extra-Large Size— . we Anodized 
an be . Aluminu 
13”. wide, i. , at re 
No. GB-500 81/4" high, : wig Aluminum 


Gold Lid on | 63/a"’ dee , | | Box 
Black Box a /s BP 


eeeeeeoeooae eee Ls eeee a eneeeneneceseeseeenoonesensed 


engraved 


name plate 
available with every box’! 


yim | VERTICAL —— 
Ze MAIL BOXES Ne. GB-700 


Gold Lid on Black Box 


Anodized 
Aluminum ) K IN G S$ I L E 
1634" wide x 814" high x 634" deep 
Model 400 ° 
senwes 0) Big enough to hold 
Roomy, sturdy box, | | | ; largest magazines i 


as attractive as 








. Here's the answer to your cus- 
No. BB-702 tomer's demand for a big, roomy 
Black Lid mail box! Packed 6 per carton— 
on Black Box all same colors or assorted. 


it is practical 
smartly fashioned 
lid. Graceful mag- 
azine holders. 
Choice of 6 gor- 
geous color com- 
binations. Finish 
will never rust, 
tarnish or need a | 
polishing. No. AA-704 No. BG-701 No. GG-703 


Anodized Aluminum Black Lid Gold Lid 
Lid on Aluminum Box on Gold Box on Gold Box 








Corry 


MACKLANBURG-DUNCAN CO. tag 


I 


SPECIALTIES 
POX-1197 @ OKLAHOMA CITY 1, OKLAHOMA SINCE 


1920 
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